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ABSTRACT 
With the rising day to day expenses especially post retirement when income streams are 
running low, financial planning helps to better manage such events more effectively. 
Through a proper financial plan individuals do not just deal with wealth creation and 
wealth protection but are able to start from the basics of budgeting, were individuals are 
taught how to live within their means. In South Africa, financial planning has been seen 
to be focusing on the more affluent clients. This has resulted in a distinct lack of academic 
literature done on middle income black professionals in relation to financial planning. 
This is despite the increase of the black middle class population which has been 
accompanied with an increased purchasing power exceeding that of the previously 
wealthier white middle class.  
 
The growth of the black middle class in South Africa has been accompanied with 
stumbling blocks, ranging from the lack of financial literacy of the black middle class, 
negative attitude towards the financial services industry that influence financial decision 
making, and the pre-existing perception that are built on the lack of financial awareness, 
a legacy left by the history of division that South Africa had. Therefore the main aim of 
this study was to investigate the factors that influence middle income black professionals’ 
intention to seek financial planning assistance.  
 
Both secondary and primary data were used to help achieve the primary research objective 
of the study. An in-depth literature review on the financial planning industry in South 
Africa that included the nature of financial planning, the role of the financial planner, the 
six step financial planning process, the importance and benefits of financial planning, 
current trends in the financial planning industry, financial planning and the middle 
income black professionals and the factors that influence the middle income black 
professionals’ intention to seek financial planning assistance was conducted. Selected 
study of the literature revealed six factors that might influence an individual’s intention 
to seek financial planning assistance, namely Attitude, Awareness, Family financial 
norms, Financial self-efficacy, Trust and Perceived rewards. A theoretical framework 
was proposed illustrating the relationships between the factors influencing middle income 
black professionals’ intention to seek financial planning assistance that were to be 
empirically tested.  
xi 
 
 
 
A positivistic research paradigm was followed and a quantitative approach was 
implemented. Snowball and convenience sampling was used and a total of 300 
questionnaires were distributed to middle income black professionals in the Eastern Cape. 
For the purpose of this study, middle income black professionals refer to qualified 
working individuals in the middle income bracket, including teachers, nurses, 
administrative workers, office-based municipal workers and employees in the private 
sector, such as those working in the banks and retail supervisors. These were distributed 
to verify their intentional behaviour with regards to seeking financial planning assistance. 
From the 300 questionnaires distributed, 271 usable questionnaires were yielded. 
Statistical techniques including descriptive statistics, Pearson’s product moment 
correlations and multiple regression analysis were performed on the gathered data. 
 
Demographic data relating to the gender, age and first language of the respondents was 
collected. An exploratory factor analysis was undertaken, and Cronbach’s alpha 
coefficients were calculated to assess the validity and reliability of the measuring 
instrument. As a result of the factor analysis the operational definitions were rephrased. 
The Cronbach’s alpha coefficients reported were all greater than 0.7, deeming the scales 
measuring the various dimensions reliable. Descriptive statistics were calculated to 
summarise the sample data, and Pearson’s product-moment correlation coefficients were 
established to investigate the associations between the variables. Significant positive 
correlations were reported between all of the variables. 
 
The results of the descriptive statistics showed that the majority of respondents agreed 
that Attitude (77.73%), Financial self-efficacy (61.13%) and Perceived rewards (76.98%) 
were the most influencing factors. The results of the multiple regression analysis revealed 
that three factors had a significant positive influence on the dependent variable Intention 
to seek financial planning assistance, namely Attitude, Awareness and Perceived 
rewards. The factors Family financial norms, Financial self-efficacy and Trust were 
rejected as there was no significant relationship found between them and the Intention to 
seek financial planning assistance.  
 
xii 
 
 
Based on the results, it is recommended that financial service providers focus on financial 
education by engaging with the middle income black professionals through accessible 
media such as radio and television. Furthermore, financial service providers should shift 
from a sales orientated philosophy to a lifestyle financial planning advice philosophy that 
encourage value for the service rendered to the client and sells benefit than product. The 
Department of Education should put in place basic financial planning curriculum that can 
be deliverable at schooling level and is examinable in order to improve the basic financial 
knowledge and awareness amongst the next generation. Lastly the middle income black 
professionals are encouraged to read their documents when taking out financial products 
as well as financial related articles to develop their financial knowledge.  
 
 
 
KEY TERMS 
Black middle class, financial literacy, financial decision making, attitude, financial 
services providers or financial institutions, financial planner. 
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CHAPTER 1 
INTRODUCTION AND BACKGROUND TO STUDY 
 
1.1 INTRODUCTION 
 
The financial planning profession has evolved and proven to be vital to the well-being of 
many individuals and families who depend on financial planners to help them make 
informed decisions that will affect their financial comfort and security for many years 
(Overton 2007:14). Financial planning can be traced back to ancient times, where 
planning to ensure that resources such as water, food, shelter, and clothing are readily 
available in the time of need, was seen as a crucial aspect of survival  (Cull 2009:28). In 
the last century, there was no holistic approach that was used to address an individual’s 
financial planning needs; instead individuals of other professions such as those in the field 
of accounting, law, banking, insurance and possibly brokers, performed these functions, 
and there was no professional to ensure a standardised approach of addressing clients’ 
needs.  
 
According to Jonathan (2012), the 1960s saw financial planning as nothing more than just 
stockbrokers and insurance salesmen, so only a few planners actually took the time to 
conduct a proper analysis of the clients’ goals and objectives, gather data, provide 
comprehensive solutions and monitor the clients’ progress post sale of the financial 
product.  
 
The 1990s saw a period of extreme growth for the profession of financial planning due to 
the favorable economy and the entrance of banks and brokerage houses. Also, there was 
a division between commission-based and fee-based remuneration structures, and banks 
and other financial service companies began to see the value in using financial planners 
to promote their financial products and services (Jonathan 2012). By the year 2000 the 
public began to realise that comprehensive financial planning helps to achieve financial 
freedom, and was more than just buying stocks, bonds or once off insurance. In recent 
years various social, cultural, institutional, political, economic and technological factors 
have prepared the environment to be conducive to the development of financial planning 
as a profession, resulting in an increase in consumer awareness of financial planning and 
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possible engagement with the financial planning activity (Cull 2009:29; Denby & Welch 
2009:9).   
 
South Africa has not been left behind in the enormous transformation of financial 
planning, but in South Africa, the focus has been placed on the Financial Services 
regulations. These regulations have enforced a client centric organisation in any financial 
advice process, whether pure advice, or advice verified by product implementation. This 
is an important change as, unfortunately, the financial services industry in South Africa 
has long been plagued by a reputation of mis-selling, misrepresentation and product and 
commission driven sales. Regulatory bodies like the Financial Services Board (FSB), the 
Financial Planning Institute (FPI), ASISA (Association of Saving and Investment South 
Africa), to name a few, have changed the way in which advisors interact with clients, and 
protect the interests of clients above all else. These regulatory changes have forced 
advisors to change processes, and how they run their businesses (Botha, Rossini, Geach, 
Goodall, du Preez & Rabinowitz 2014). 
 
According to Botha, et al. (2014:61), the financial sector not only plays an important role 
in the economy but also presents a great risk. As a result, in order to protect consumers 
of the financial services industry, create stability and reduce the risk of financial economic 
crises that have been experienced in recent years, the government must regulate the 
functioning of this sector. In South Africa several regulations have been introduced and 
enforced to ensure that the industry is professional and that consumers are at the centre 
of every organisational action. 
 
 The FAIS Act of 2002 plays a major role in the proper functioning of the financial 
planning industry. It is a piece  of legislation that created a historical change in the 
financial planning industry by regulating the activities of financial service providers 
(FSPs) and their representatives, who provide financial advice and intermediary services  
to clients with regard to financial products. In addition, it governs the licensing of FSPs, 
indirectly influencing the appointment of representatives and resolving disputes related 
to the industry through the FAIS Ombud (Botha et al. 2014:83). 
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 According to Calverley (2014), access to financial services enables people to survive in 
situations of fluctuating income and unexpected expenses, and to be less susceptible to 
illegal money-schemes because they are more likely to be financially literate, and to 
improve their chances of pulling themselves out of poverty. 
 
Overton (2007:3) explains that financial planning is the process of developing a well-
coordinated financial action plan for the client, whether the client is an individual, a 
family, or a business. All aspects of the client are examined – their financial resources, 
goals, and attitude towards risk – in relation to all the components of financial planning, 
which include risk management, employee benefits, investment planning, tax planning, 
retirement planning, and transfer of assets, during the clients’ lifetime and through the 
estate on death. Rossini and Maree (2010:4) further state that financial planning is not a 
once-off event but a continuous process that financial planners have to perform and follow 
up in steps. Everybody should have confidence in their finances, and in a financial plan 
that can help them live a comfortable financial life (Braxton 2014). 
 
However, according to a survey conducted by the College for Financial Planners in 2009 
that compared their ‘typical client’ profile, they found that most financial planners served 
mainly the upper middle class or upper class white American population. Although 
financial planning has existed in a limited form since the time that people were able to 
make choices about their resources, more complex planning has been reserved for more 
affluent consumers (Denby & Welch 2009:193; Altfest 2004:53; Sutton & Jenkins 2007). 
According to Denby and Welch (2009:193), it has been a long standing perception that 
financial planners only focus on the wealthier clients, who, it is argued, have more tangled 
financial problems than an ‘average Joe’ who requires the expertise of skilled, well-
trained financial planners. Rappaport, Edward & Meredith (2012) report that a number of 
surveys on America’s middle class market have shown that this market is largely under-
served when it comes to financial planning services, and the results of this are shown in 
the low savings rate of this market and the lack of access to financial planning services 
which can help facilitate financial security. A study released by the University of Cape 
Town’s Unilever Institute of Strategic Marketing ascertained that the black middle class 
population in South Africa had grown from 1.7 million to 4.2 million between 2004 to 
2013. With that came increased spending power of R400 billion, exceeding the R323 
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billion of the previously wealthier white middle class. The growth of the black middle 
class has been an “opportunity loaded with pitfalls” – because of a lack of stability in this 
growing middle class, shown by the low savings rate of 16.5 percent in South African 
measure – and this shows how this emerging class needs guidance (Sulaiman 2013; 
Sefalafala 2015).  
 
According to Robert, Struwig and Gordon (2014:05), the legacy of the history of South 
Africa has undeniably had an impact on financial literacy in South Africa, reflected in the 
differences between ethnic groups in their financial knowledge, attitudes, and behaviours. 
Financially literate consumers are more likely to increase their responsible spending, 
investments and savings and use of financial services, resulting in an increase in gross 
domestic product. This also ensures that the financial services industry can make an 
effective contribution to real economic growth and poverty reduction (Rootman, Kruger, 
Bakhuis & Fourie 2014). 
 
Although the study of Iannicola and Parker (2010:38) suggests and explains several 
barriers, based on a broad range of primary research and solicited expert opinion, it does 
not test the barriers through a controlled, empirical and experimental study. Their study 
also does not identify the extent to which the identified barriers affect or influence middle- 
income black professionals from participating in the activity of receiving financial advice. 
Denby and Welch (2009), in a study of the transformation of financial planning services, 
focus only on the view of the professional financial planners and not on that of the 
consumer – and specifically not on that of middle income black professionals. The focus 
of this study will thus be to investigate the factors that influence the middle income black 
professionals’ intention to seek financial planning assistance. 
 
In order to do so, this research has begun by highlighting the problem statement, the 
purpose of the study, the primary, secondary and methodological research objectives, and 
a discussion of literature studies on a similar topic. Thereafter, the research questions and 
hypotheses, the research design and methodology, the scope, and the contribution of the 
study have been discussed. The chapter concludes with definitions of key concepts and 
the structure of the remaining chapters. 
 
 5 
 
1.2 PROBLEM STATEMENT  
 
Pezzini (2012) and Longo (2003) believe that the typical middle market household has 
been the fastest growing segment in the market for financial advice. Furthermore, middle 
income clients need more help with their debt management, emergency fund 
maintenance, risk management, estate planning, and retirement distribution than they do 
with wealth accumulation (Kallsen 2010). However, only a few financial planners serve 
the middle class market due to the lower value of their assets under management, which 
deters many financial planners from working with these clients.  
 
In South Africa specifically, middle income black professionals are either not aware of 
financial planning as a profession, or have different perceptions about the concept of 
financial planning, that result in some form of resistance towards seeking financial 
planning assistance (Chira 2015:02). Despite the introduction of the Financial Advisory 
and Intermediary Services Act (FAIS), the retail distribution review (RDR) aligned to the 
treating customers fairly (TCF) document, and twin peaks legislation, many middle 
income black professionals still view financial planning as a sales-orientated activity and 
see financial service providers as only focusing on high-income earners (Fouche 2014).  
 
Given the importance of financial planning, particularly for the growing middle income 
group, there is a need to investigate the perceptions of middle income black professionals 
regarding seeking financial planning assistance. 
 
1.3 PURPOSE OF STUDY        
  
As mentioned previously, financial planning has long been perceived to be for more 
affluent individuals, resulting in some resistance from middle income clients to seek 
financial planning assistance (Franklin 2011). Despite the evolution of the financial 
planning industry to meet the requirements of the FAIS Act, and despite previous research 
into the middle class and financial planning, high wealth income earners remain the more 
likely to use the services of financial planners (Chira 2015:03). Therefore, the purpose of 
this study is to investigate the financial planning profession as it relates to middle income 
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black professionals, by identifying the factors that influence their intention to seek 
financial planning assistance in the South African context.  
 
1.4 RESEARCH OBJECTIVES 
 
The primary objective of this study is to investigate the factors influencing middle income 
black professionals’ intention to seek financial planning assistance. In order to achieve 
this primary objective, the following secondary research objectives have been formulated: 
 
• To conduct an in-depth literature review on the factors that influence the intention 
to seek financial planning assistance.  
 
• To develop a theoretical framework, suggest appropriate hypotheses, and 
construct a path diagram of relationships between the factors that are identified as 
influencing middle- income black professionals’ perceptions of financial planning. 
 
• To develop a measuring instrument to test empirically the identified relationships 
described in the theoretical framework. 
 
• To provide pertinent conclusions and recommendations based on the findings and 
results of the statistical analysis, that can be used by Financial Service Providers (FSPs) 
and the middle income black professionals.   
 
1.5 PROPOSED THEORETICAL FRAMEWORK AND HYPOTHESES 
 
As the primary objective of this study is to investigate the factors influencing the middle 
income black professionals’ intention to seek financial planning assistance, a theoretical 
framework will be constructed of all the pertinent factors identified via the secondary 
sources. 
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FIGURE 1.1: PROPOSED THEORETICAL FRAMEWORK 
 
 
(Adapted from: Antoni & Matchaba-Hove 2016; Zeka, Goliath, Antoni & Lillah 2016) 
 
The following directional hypotheses have been formulated to test the relationships, for 
middle income black professionals, proposed in the theoretical framework depicted in 
Figure 1.1 
 
H1: There is a significant relationship between Attitude towards financial 
planning and Intention to seek financial planning assistance. 
H2: There is a relationship between Awareness and the middle income black    
professional’s Intention to use financial assistance. 
H3: There is a significant relationship between Family financial norms and 
Intention to seek financial planning assistance.  
H4: There is a significant relationship between Financial self-efficacy and 
Intention to seek financial planning assistance. 
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H5: There is a significant relationship between Trust and Intention to seek 
financial planning assistance. 
H6: There is a significant relationship between Perceived rewards and 
Intention to seek financial planning assistance. 
 
1.6 RESEARCH DESIGN AND METHODOLOGY  
 
Research design involves the examining of the methodology and is best used to maximise 
researchers’ limited resources (Cooper and Schindler 2008:140) in order to receive 
answers to the proposed research questions. Research design provides the researcher with 
information on issues such as which research questions should be answered, how and 
when data will be collected, and also states the manner in which the data will be analysed. 
For the purpose of this study, the research design will include the research paradigms, 
research approach, sampling, data collection, data analysis, validity and reliability and 
the statistical procedures. To address the objectives of the study and to test the proposed 
hypotheses, research needs to be undertaken. Research can be divided into two categories: 
secondary and primary research.  
 
1.6.1 SECONDARY RESEARCH 
 
In terms of secondary research, an in-depth literature study has been conducted to identify 
the factors that influence professionals’ perceptions of financial planning, and how those 
factors impact the intention of the middle income black professionals to seek financial 
planning assistance. Both international and national data sources have been consulted, 
using the Nelson Mandela University online library, as well as books and journals from 
reputable authors, and reliable internet sources through the Google search engine. 
  
1.6.2 PRIMARY RESEARCH 
  
The primary research was completed in three components: identifying the most suitable 
research paradigm, identifying the sample and collecting the data, and analysing the data 
collected. 
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1.6.2.1 Research paradigm  
 
Johnson and Christensen (2010:31) define a research paradigm as a common outlook, 
from various researchers, which shares certain assumptions, concepts, values, and 
practices. According to Jakobsen (2013), there are two main scientific traditions from 
which students can choose: the positivist, and the interpretivist or constructivist 
approaches. 
  
Positivism generally refers to the philosophical position, which emphasises empirical 
data; it is a scientific method for which quantitative data is the norm. It suggests that the 
world consists of regularities, and that these are detectable. The researcher can thus 
discover knowledge about the real world by observing it. 
 
Interpretivism is more concerned with the emotions of the participants, and so is 
subjective in nature; it goes against the objectivity of positivism, which distances itself 
from its participants. The interpretivist approach, by contrast, relies heavily on naturalistic 
methods such as interviewing, observation, and analysing existing data (Cicourel 1964). 
 
The positivist paradigm has been used for the purposes of this research in order to achieve 
objectivity, because of the nature of the data that has been collected, measured, and 
analysed. 
 
1.6.2.2 Research methodology  
 
Johnson and Christensen (2010:31) identify three types of research approaches: 
qualitative research, quantitative research, and mixed method research. 
 
According to Creswell (2013:03), qualitative research is a method of addressing and 
scrutinising the meaning that people associate with social or human problems. This kind 
of research is based on the interpretation of the meaning of data without having to depend 
on numerical values. Quantitative research, on the other hand, tests objective theories by 
inspecting the connection among variables. These variables can then be used for 
evaluation so that numerical data can be reported using statistical procedures. Mixed 
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method research uses both quantitative and qualitative data, blending the two forms of 
data collection; it also uses certain definite designs that involve philosophical 
assumptions and conceptual structures. The main assumption of the mixed method 
research is that the combination of the quantitative and qualitative research provides a 
more complete understanding of the research problem compared to either of the two alone 
(Johnson & Christensen 2013:31). 
 
Given the nature of the problem statement and the research objectives in question, the 
quantitative approach seems the most appropriate one to study the opinions of 
respondents about how the identified factors impact their intention to engage in financial 
planning. The model in Figure 1.1 shows the relationship between the various 
independent variables and dependent variable. The quantitative approach requires the use 
of a large sample, so that the findings from the representative sample can be assumed to 
be true for the whole population, and so that the proposed statistical analysis may be 
tackled. 
 
1.6.2.3 Sampling and data collection 
 
A population for research is the entire group of elements that a researcher wants to study 
(Bachman & Schutt 2008). The population of this study will be middle income black 
professionals in the Eastern Cape. Most researchers cannot study the entire population of 
individuals, so a sample of that particular population is usually obtained. According to 
Montello and Sutton (2006:138), sampling is a way of selecting certain members of the 
population for the proposed study. The target sample for this research is the middle 
income black professionals in the Eastern Cape, who are working in the Department of 
Education, the Department of Health, municipalities, and the private finance sector. 
 
There are two groups of sampling methods: probability and non-probability sampling. 
Probability sampling refers to the scenario where the entire chosen population has a 
chance of being selected as part of the sample; and non-probability sampling involves the 
selection of units that are more appropriate to the study. Non-probability sampling 
methods include convenience sampling, judgement sampling, quota sampling, and 
snowball sampling (Riley 2000:76; Schwester 2015:167). Snowball and Convenience 
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sampling will be used for the purpose of this research. Snowball sampling involves 
identifying a targeted group and using those respondents to get more by referral, and 
convenience sampling is a non-probability sampling method, where the population 
constituents are singled out based on their availability, because they volunteered, or 
because it is the researcher’s personal judgment that they are representative of the 
population under investigation (Kish 1965). The sample will consist of 300 middle 
income black professionals working in the Eastern Cape Province.  
 
A questionnaire was designed by the researcher and used as the measuring instrument. 
The questionnaire consisted of two sections: section A gathered general biographical 
information about the respondents, while section B had statements relating to the factors 
under investigation in this study. A Likert-type scale was used. This is a psychometric 
response scale, which is primarily used in questionnaires to secure a respondent’s 
fondness or extent of agreement or disagreement with a statement or set of statements. 
Likert scales are sometimes called ‘summative scales’, since each specific question can 
have its response analysed separately, or have it summed up together with other related 
items to create a score for a group of statements (Bertram). The five-point Likert-type 
scale has been implemented, with the values indicated as follows: 1 - strongly disagree, 
2 - disagree, 3 - neutral, 4 - agree, and 5 - strongly agree. 
 
1.6.2.4 Data analysis  
 
The focus of the study is to measure the influence of certain factors on the middle income 
black professional’s intention to seek financial planning assistance. The Likert scale uses 
a closed question response format, and is structured and designed to evaluate the attitude 
and opinions of the respondent. Each of the responses on a scale is assigned a value and 
is calculated to yield a single summative amount (Bowling 1997; Burns & Grove 2007). 
According to Ary, Jacobs and Sorensen (2010:11), Likert scale items can be analysed as 
an interval measurement scale. The researchers will therefore make use of descriptive 
statistics, such as mean and standard deviation, to analyse the central tendency and 
variability of the data collected. Additional data analysis methods appropriate to interval 
scale items, such as Pearson’s correlation and multiple regression analysis, have been 
used to determine the influence of certain factors on the middle income black 
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professionals’ intention to seek financial planning assistance. Averages have been used 
to analyse the perception of the middle income black professional. The researchers will 
use Microsoft Excel and Statistica 12 for analysis purposes. 
 
Validity and reliability represent two problems with measurements (Osborne 2008). 
Validity is the degree to which an instrument evaluates what it is intended to evaluate and 
performs as expected; in addition, there is external and content validity. This study has 
tested for content and construct validity – that is, the appropriateness of the scale items; 
it looks at whether the measures accurately assess what the researcher wants to know. 
This study has also tested for construct validity. An exploratory factor analysis (EFA) 
was used to determine whether all items relating to the independent variables of the study 
have been measured and whether the intended result was achieved by the researcher 
(Leedy 1997:32). This was done individually on each of the categories of independent 
variables; namely, Attitude, Awareness, Family financial norm, Financial self-efficacy, 
Trust and Perceived rewards. In cases of tangled interrelated sets of variables, a factor 
analysis is performed. The level of interrelatedness may vary significantly and the 
researchers will discriminate in favour of variables that that show an interrelatedness 
factor of at least 65%, according to a weighted scale to measure the levels of 
interrelatedness of the variables under scrutiny. Items that load on the factors will be used 
to rename the factors and to develop a primary framework. The data relating to the factors 
identified from the factor analysis will be summarised by means of descriptive statistics.  
 
Reliability can be seen as the probability that the measurement instrument will adequately 
perform the specified function within a defined time and condition (Lazzaroni 2011:7). 
For the purpose of this study, Cronbach’s Alpha coefficient will be used. This is used in 
evaluating internal consistency reliability, and it can be used to grasp the extent to which 
the ratings from scale items can be added together to evaluate a common dimension 
(Crocker & Algina 1986). For reliability the Alpha coefficient is used to estimate the 
multiple-items scales (Zikmund, Babin, Carr & Griffin 2010:307). This means that factors 
with an alpha of 0.70 will be accepted as reliable. 
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1.7 SCOPE AND DEMARCATION OF STUDY  
 
As discussed in the literature review, a number of variables identified in the secondary 
sources have an impact on the intention of middle income black professionals to seek 
financial planning assistance. This study intends to focus on middle income black 
consumers’ Attitude, Awareness, Family financial norms, Financial self-efficacy, Trust 
and Perceived rewards in relation to their intention to seek financial planning assistance.  
 
The study will only focus on middle income professionals such as teachers, nurses, 
administration workers, other general government workers, and individuals working in 
the private sector, as this is a population that will be readily available. The empirical 
research will be limited to individuals in the Eastern Cape.  
 
1.8 SIGNIFICANCE OF STUDY 
 
This study attempts to contribute to the existing financial planning literature. Financial 
planning is a relatively new profession to many people in South Africa. It is also relatively 
new to academia, and as a result, limited research has been conducted in the African 
context. This study will contribute to the limited research into financial planning, 
particularly about how middle income black professionals perceive the profession of 
financial planning and how the identified factors influence their engagement. The study 
will also contribute to the empirical body of knowledge in this area by identifying and 
developing a model that outlines the important variables that influence the engagement 
of middle income black professionals in financial planning.  
 
The research offers great potential for the growth of the financial planning literature, and 
for addressing the problem of the under-served class of middle income black 
professionals.  
 
1.9 DEFINITIONS OF CONCEPTS  
 
The following section aims to define specific concepts that are relevant to this study, to 
facilitate clear communication with interested persons. These concepts are: financial 
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planning, financial planner, financial planning services, and middle income black 
professionals. 
  
1.9.1  FINANCIAL PLANNING 
 
According to Rossini and Maree (2010:4), “the Financial Planning Standards Board 
defines financial planning as a process of developing strategies to assist clients in 
managing their financial affairs and to meet their life goals.” 
 
1.9.2  FINANCIAL PLANNER  
 
A financial planner is an individual designated to provide a variety of financial services, 
which are principally advisory in nature, to financial services clients, to manage the 
clients’ resources, based on an analysis of the clients’ goals and needs (Botha, Rossini, 
Geach, Goodall, du Preez & Rabinowitz 2014:1). 
 
1.9.3  FINANCIAL PLANNING SERVICES 
 
Financial planning services are intangible products issued by financial services such as 
banks, stock brokerages, and insurance providers and more, that help clients to save, 
invest, and mitigate risk (Cackley 2011:3). 
 
1.9.4  MIDDLE INCOME BLACK PROFESSIONALS  
 
For the purpose of this study, the terms ‘middle income earners’ or ‘middle class,’ refer 
to individuals working for perceived low-paying jobs, individuals with qualifications, 
those with specialised skills and expertise, and those individuals who exhibit a specific 
behaviour and lifestyle. These include teachers, nurses, administrative workers, office-
based municipal workers (but not labourers), and employees in the private sector, such as 
those working in bank branches and retail supervisors. 
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1.10 STRUCTURE OF RESEARCH 
 
The structure of the research is as follows: 
Chapter 1: this presents an introduction and background to the study, including the 
problem statement, purpose of the study, research objectives and hypotheses, scope and 
demarcation, and significance of study. 
 
Chapter 2:  a literature review, including an overview of the financial planning 
profession, is undertaken. First, there will be an in-depth explanation on the nature of 
financial planning, including the definition of financial planning, the role of a financial 
planner, the financial planning process, the importance of financial planning, and the 
benefits of making use of financial planning; followed by the link between financial 
planning and the middle income black professional and the current trends in the financial 
planning industry. In addition, discusses the factors that influence middle income black 
professionals’ intention to seek financial planning assistance: Attitude, Awareness, 
Family financial norms, Financial self-efficacy, Trust and Perceived rewards. The 
theoretical framework and hypotheses are formulated from the literature review employed 
in this study. 
 
Chapter 3: presents a detailed explanation of the research design and research 
methodology. Data collection is outlined by indicating population, sample frame, and 
sample for the study. Data analysis methods are also explained. 
 
Chapter 4: empirical results are presented, including an overview of the sample and the 
pertinent empirical findings. 
 
Chapter 5: a summary of the whole research project, and a discussion of the conclusions, 
recommendations are presented. Limitations of the research as well as recommendations 
for future research are also provided. 
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CHAPTER 2 
NATURE AND IMPORTANCE OF FINANCIAL PLANNING 
 
2.1 INTRODUCTION 
 
The aim of the study was to investigate factors influencing middle income black 
professionals’ intention to seek financial planning assistance. The previous chapter 
presented the introduction and background of the study. The underlying problem and the 
objectives of the study were also elaborated on, as well as the significance of the study. 
 
The purpose of this chapter is to give a broad understanding of the concept of financial 
planning and its relation to the middle class. In this chapter, a brief literature overview of 
the nature of financial planning, the role of the financial planner and the six steps of the 
financial planning process. The importance of financial planning and the current trends 
will be elaborated on, financial planning and the middle income black professionals. 
Lastly, the factors that influence intention to seek financial planning assistance will be 
discussed and finally a summary of the chapter will close the chapter. 
 
2.2  NATURE OF FINANCIAL PLANNING 
 
Financial planning is a process and not a product. It denotes the required steps to 
determine whether and how people can meet their life goals through the proper 
management of the financial resources at their disposal (Rattiner 2009:1). Sestina 
(2002:1) defines financial planning as a planned allocation of the clients’ resources, using 
the appropriate strategies to best achieve the clients’ short-term and long term goals. 
Many writers have their own definitions, but all say much of the same thing. The Financial 
Planning Standards Board defines financial planning as a process that is put in place for 
financial planners to develop strategies that help clients to manage their affairs and meet 
their life goals (Rossini & Maree 2010:4). 
 
Financial planning is about focusing on all the components of financial planning, 
including investment, retirement, insurance, and many more. For individuals to protect 
themselves and their dependants, financial needs, as well as more personal issues, need 
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to be addressed for a person to develop a sound financial plan. Notwithstanding age, level 
of wealth or health, one needs to plan. Financial planning is not only for the wealthy; 
contrary to popular belief, it is most probably more important for the less wealthy because 
of the lower financial security they have (Shenkman 2012:XI; Overton 2007:3). 
 
2.3 THE ROLE OF THE FINANCIAL PLANNER  
 
A financial planner also analyses individuals’ financial circumstances and formulates 
plans to meet those individuals’ personal financial needs, goals, and objectives, while 
meeting the ethics, competences, and experience requirements contained in the 
International Standards. These requirements are consistent with those outlined by the 
Financial Planning Standards Board (FPSB), which state that a financial planner is a 
professional who follows a process to provide a client with an integrated strategy that 
helps them to achieve their life goals, and demonstrates the abilities, skills, and 
knowledge outlined in the FPSB’s Financial Planner Competency Profile (Botha et al. 
2014:7). 
 
The complexity of individuals’ financial situations has grown to such an extent that they 
present many very different challenges that require customised solutions; and in many 
cases these require a properly-credentialed, trained, and motivated professional (Ianicola 
& Parker 2010:5). According to Dubotsky and Sussman (2009:49), part of the inherent 
role of a financial planner is to create an enduring relationship with clients. This is 
because discussing their financial assets and their personal life goals, and articulating 
plans to achieve these goals, requires an element of trust and willingness to be open and 
vulnerable between the financial planner and the client. 
 
Botha et al. (2014:8), in highlighting the public interest role of the financial planner, speak 
of the importance of educating clients about how to manage their finances, ensure proper 
planning for their retirement, and deal with contingencies such as estate planning, tax 
planning, risk management planning, and other financial planning components. 
 
The FPSB is the membership body that regulates the certification of professional financial 
planners outside the United States. In South Africa, the Financial Planning Institute is the 
 18 
 
membership body associated with the FPSB, and is responsible to oversee the 
certification of the Certified Financial Planner mark. The FPI offers two designations, the 
Financial Services Advisor (FSA™) and Certified Financial Planner (CFP®), which is 
the highest designation in the industry (Bruce & Ahmed 2016:45).  
 
To become a CFP® one is required to meet the four E’s which include education, 
examination, experience and ethics. Candidates of the CFP® designation must obtain the 
necessary skills, through experience and education, that are needed to provide a 
professional, thought-through skilled ideas and ethical financial planning advice. One 
solution is obtaining a relevant undergraduate qualification and a Post Graduate Diploma 
in Financial Planning or BCom Honours in Financial Planning from an FPI approved 
institution. Candidates of the CFP® designation must pass a comprehensive CFP® 
certification examination, which accesses their ability to apply combined financial 
planning knowledge to a real life scenario. The examination covers a variety of the 
financial planning components from risk management, investment planning, retirement 
planning, personal and corporate tax planning and estate planning using the six step 
financial planning process.  
 
Candidates of the CFP® designation have the responsibility, after obtaining the relevant 
qualification, to secure themselves work that equips them with the required experience of 
one year of mentorship, or a minimum of three years of supervision, while providing 
holistic financial planning needs analysis prior to obtaining the CFP® mark. Lastly the 
candidate must agree to act in accordance with the strict Code of Ethics and Professional 
Responsibility. This means they must meet the relevant fit and proper requirements which 
ensure that they make known any investigation or disciplinary outcomes related to their 
professional conduct and put the needs of the clients first, act fairly, with due diligence 
and integrity and offer a tailored service based on each client’s needs as set by the FPSB 
(Botha et al. 2014: 50;  Bruce & Ahmed 2016:45; FPI 2013).  
 
The FSA™ designation, as introduced by the FPI, ensures that current practising advisors 
obtain a recognisable industry related qualification. Advisory work is an important part 
in building a future as a financial planner. Most importantly, it will allow the Financial 
Planning Institute to increase the number of qualified financial advisors. The FPI initiated 
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a six year plan to ensure that the Registered Financial Planner (RFP) and Associate 
Financial Planner (AFP) designations are phased out gradually; this will allow 
progression to the CFP® more accessible. This is one of the steps taken by the FPI of 
Southern Africa to widen its designation portfolio with a wide qualification package for 
financial advisors (Insurance Times 2013).  
 
2.4 FINANCIAL PLANNING PROCESS  
 
The process of financial planning translates an individual’s financial goals into more 
specific plans, and it is this process that helps implement those plans most efficiently and 
effectively through financial strategies (Gitman, Joehnk & Billingsley 2012:8). To 
establish a standardised level of practice that is expected of a financial planning 
professional, achieve consistency in service delivery in the industry, to clarify the roles 
and responsibilities of both parties involved and improve the worth of the financial 
planning process, the FPSB developed a six step financial planning process (Botha et al. 
2014:18). According to the Certified Financial Planning Board (2015:52), the financial 
planning process is used by financial planners to connect the core components of financial 
planning, including cash flow, tax planning, insurance or risk management, investment 
planning, retirement preparation, and estate planning. According to Napolitano (2007:6), 
financial planning is a process of establishing personal and financial goals and creating a 
way to achieve them. Napolitano (2007:6) further states that this financial planning 
process is broken down into six steps: establishing the planner-client relationship; 
collecting client data; analysing the data and identifying the clients’ financial status; 
developing and preparing a plan; implementing the recommendation; and monitoring and 
reviewing the plan and the client’s financial progress. 
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FIGURE 2.1: THE SIX STEP FINANCIAL PLANNING PROCESS  
 
(Adapted from: Financial Planning Standards Board 2004) 
 
According to Napolitano (2007:6), establishing a professional financial planner-client 
relationship is the first step in the financial planning process. It is in this step that the 
financial planner should inform the client about the financial planning process, outline 
the planner’s competencies, make necessary disclosures such as planner compensation, 
determine whether the financial planner is in a position to meet the client’s needs, and 
lastly, clearly outline the scope of engagement. This step is important as unrealistic 
expectations are not created by the client and this will reduce the potential of conflict at 
a later stage (Botha et al. 2014:18).  
 
Financial planning consists of a variety of components, and some planners choose to 
focus on only a select few, such as retirement planning and estate planning. For this reason 
it is important to ensure before establishing a formal relationship with the client that there 
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is a match between the planner’s service menu and the client’s needs. In order for a 
planner to avoid a mismatch between the services they can offer and the client they wish 
to service, the planner must develop a service menu that will clearly indicate the type of 
products and service the planner deals with, the target market of the planner that closely 
reflects the knowledge, skills and competencies the planner offers. The scope of 
engagement must be clearly defined in this stage, as this forms or acts as a contract 
between the financial planner and the client. The engagement contract, amongst many 
things, should include the different parties involved, the services on offer, payment 
arrangements, any possible conflicts of interest, and more. It is after this step that the 
financial planner can start gathering the clients’ information in order to begin with the 
second step of the financial planning process (Certified Financial Planning Board 2013; 
Botha et al. 2014:19).  
 
Collecting client information follows once the planner-client relationship has been 
established. This includes a face–to-face interview with the client, enquiring about 
different personal financial resources, obligations, and the outcome that the client expects. 
It is the responsibility of both the financial planner and the client to identify the clients’ 
personal and financial objectives, needs and priorities. Quantitative information such as 
the clients’ financial position, cash flow, income and expenses, as well as qualitative 
information such as the clients’ values, attitudes towards risk, etcetera are collected in 
order to determine the client’s risk tolerance (Botha et al. 2014:19; Certified Financial 
Planning Board 2015:52). Although it is ideal that the client provides the planner with all 
necessary qualitative and quantitative information in order to receive the most informed 
opinion and appropriate recommendations, the client may not always reveal everything. 
It is for this reason, then, that it is important for the financial planner to include a statement 
in the financial plan that clearly states that the recommendations are based on the 
information supplied by the client (Botha et al. 2014:23).  
 
The financial planner needs to analyse and access the client’s financial status, meaning 
that the client’s financial position, tax position, and related issues are identified 
(Napolitano 2007:7). Certain assumptions are made, such as retirement age, life 
expectancy, income needs, and investment return rates. This step is required by the 
general code of conduct (GCC), which requires a financial planner to conduct a proper 
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analysis for the purpose of giving financial advice. The planner will take a closer look at 
the set of goals and objectives by making sure that the plan is achievable, and make 
adjustments if necessary (Botha et al. 2014:24).  
 
The financial planner needs to access the client’s current financial situation in order to 
compare it to the clients’ stated goals and objectives, needs and priorities. This is 
important in order to ascertain whether those goals and objectives are achievable and to 
amend the financial plan if necessary. Various components of financial planning should 
be analysed in this step of the financial planning process, including personal financial 
planning, investment planning, risk planning, tax planning, retirement planning, estate 
planning and in other cases, business financial planning. 
      
The next step involves developing and preparing a financial plan based on the data 
collected and evaluated. A good financial plan shows the client what step–by-step actions 
to take, with various alternatives. The plan should be concluded by both the planner and 
the client, putting the interests of the client first. The planner is to identify and evaluate 
financial planning strategies that are to be used in achieving the desired goals and 
objectives of the client. These strategies should be detailed and should help the client 
better understand the financial planner’s plan.  
 
Step 4 is to develop single or multiple recommendations once all strategies have been 
thoroughly scrutinised. The planner is then expected to present, review, and discuss 
recommended strategies with the client to ensure that expectations and desired outcomes 
are made clear.  Sometimes it is necessary to revise the recommendations based on the 
two parties’ discussions (Botha et al. 2014:28; Certified Financial Planning Board 
2015:53). 
 
The next step (step 5) is implementing the financial planning recommendations. It is in 
this step that both parties agree on the way the planned recommendations will be carried 
out. The planner is allowed to consult with other professionals (such as attorneys or stock 
brokers) in areas where the planners know they are not competent. The financial planner 
is then expected to make product recommendations that fill in the gap identified for the 
client, and thereby assist in achieving previously set goals and objectives. The GCC has 
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strict rules for the selection of financial products. The financial planner should have 
knowledge of all the various aspects of the products, and give supporting reasons for the 
suitability of specific recommended products. This information should be kept in the 
record of advice (Botha et al. 2014:30; Radaideh 2006:86; IMS PROSCHOOL 2012:6). 
 
The sixth and final step of the financial planning process is to monitor and review the 
financial plan. The financial planner and the client should agree on when the review will 
take place, and the client should be made aware of any events that might lead to a review, 
such as a change in marital status, death, and so on. The purpose of the review is to sustain 
the planner-client relationship, and to assess whether the financial plan is achieving the 
desired goals and objectives (Botha et al. 2014:33; IMS PROSCHOOL 2012:6; Certified 
Financial Planning Board 2015:53). 
 
2.5  THE IMPORTANCE OF FINANCIAL PLANNING  
 
It remains the responsibility of the financial services industry to ensure that the right 
financial knowledge, understanding, and appropriate transformation tools are provided to 
South Africans in order to help them change their extreme financial situations and to 
create an adequate and a financially-secure future (Holburn 2013). South Africa has one 
of the worst savings rates in the world, with the highest recorded savings figures having 
been 17.2 percent in 2002, and 14.7 percent in 2009. These figures mostly consisted of 
involuntary savings, such as pension contributions and other forms of investment. South 
Africans are now borrowing more money than they are saving (Erasmus 2015).  
 
Financial planning can be used as a tool that will change goals into action plans and give 
the direction and guidance to achieve those goals. The more that people become aware of 
the need for financial planning, the more the profession can help them to categorise their 
risk appetite, map their existing assets to future goals, look at how adequate their 
insurance cover is and, most importantly, help build up savings for when they retire 
(Shelley 2001). Financial planning can help people manage the impact of continuously 
rising costs, especially in retirement, when expenses are ongoing but there is no income 
to offset those expenses. Another factor is a change of lifestyle; for example, when 
individuals earn a higher income, it is the norm to upgrade their standard of living – and 
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this is where financial planning also comes in. The planner has a role to play in equipping 
clients with the necessary knowledge to both upgrade, as well as maintain, their lifestyles 
through awareness and education (Cameron 2014; Masilela 2010:55). 
 
Sabuco (2014) further emphasises the importance of an awareness of financial planning. 
He outlines how personal finances today are more complex – and are more important 
because people now live longer but on smaller savings. They see their money being 
eroded by the high cost of living, which ranges from taxes, highly inflated education costs 
and health care, while having to deal with the risk of investments and an ever-changing 
economy. Financial planning puts in  place a plan that helps better manage unavoidable 
events, while through a proper financial plan one is able to achieve a sense of financial 
relief during unforeseen events such as death, disability and dread disease; prepare for 
children’s education and better manage debt in the household (Hill 2017). 
 
South Africa faces high levels of consumer debt. In 2013, it was at R1.2 trillion, an 
increase from R300 billion reported in 2002. More South Africans spend their income in 
paying back debt with no chance of saving for the future (Holburn 2013). According to 
Kidwell and Turrisi (2004:601), there is a strong correlation between individuals 
accumulating debt and lacking the skills to manage their finances. People are abandoning 
the values of budgeting and saving, and focusing on living luxurious lives and thereby 
spending more than they actually earn. Chen and Volpe (1998:121) found that people 
with better financial planning knowledge were able to identify more efficient spending 
options and reacted more effectively when it came to decisions concerning personal 
financial issues.  
 
Holburn (2013) further explains that the continued collective involvement of the financial 
services industry will bring about an effective shift in consumer financial literacy. Streeter 
(2003:4) adds that, with the complexity of the financial services industry, consumers tend 
to be more confused and intimidated, they tend to feel overwhelmed by industry ‘jargon’. 
It is for this reason that people tend to struggle to make effective financial decisions as 
they do not understand the options available to them and that uncertainty scares them. 
This makes it important for people to equip themselves with the necessary knowledge of 
personal financial planning, be able to compare financial options available to them, 
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effectively manage their finances and gain financial security when it comes to wealth 
protection and wealth accumulation (Anthes 2004:52).   
 
Individuals need to be knowledgeable about the aspects they need to consider when 
drafting a financial plan, and how those aspects are going to help them achieve financial 
freedom. These aspects include wealth protection, which is all about risk management, 
and the protection against financial losses due to unforeseen events like death, total 
permanent disability, critical illnesses, fire, floods and burglaries; wealth accumulation 
which is about regular savings and long term investments that are important to achieve a 
client’s personal financial goals, like a deposit for a house and paying for children’s 
education. Risk cover is still a nascent idea that most people only realise the importance 
of when they go through a life changing event that makes them start to think about the 
future of their loved ones when they die. While the main objective of buying a risk cover 
policy is to protect oneself from unforeseen circumstances, it can also help in wealth 
accumulation, preservation, and give access to liquidity at the right time, if added as a 
component of financial planning (Pandey 2016; Eensing 2002:5).  
 
Estate planning ensures that the client’s wealth is distributed as desired, so that the client 
can achieve personal and family goals even after death. The use of financial planning and 
ensuring that a proper estate plan is drafted is essential in order to ensure a smooth transfer 
of wealth while the estate is being protected from the impact of tax as well as other claims 
that can erode the estate of the deceased beyond control. Poor estate planning could 
negatively affect the benefit of the beneficiaries and heirs of the estate (Eensing 2002:2; 
Phillipwealth 2017). 
 
The utilisation of financial planning advice provides meaning and a sense of direction to 
an individual’s financial decisions. By clearly identifying and prioritising financial goals, 
one can better understand how each financial decision impacts on the different aspects as 
stated above. This helps clients, together with the financial planner, to examine what-if 
scenarios and predict or rather plan what impact future decisions might have on long term 
financial success (American Armed Forces Mutual Aid Association 2017). 
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2.6  BENEFITS OF MAKING USE OF FINANCIAL PLANNING  
 
The financial planning environment has evolved and has become a more complex 
environment. One cause of this change is the continuous legislative change that affects 
the implementation and appropriate management of any financial plan. A financial 
planner is there to provide the knowledge and expertise that will assist an individual 
achieve financial security (FPSB 2014). The evolvement of legislation has been aimed at 
protecting the interest of the clients of the financial services industry, by ensuring that 
organisations have a customer centric culture that recognises the customers as the most 
important stakeholder. Making use of financial planning by a representative of a licenced 
FSP ensures that the customers are provided with enough information about the financial 
products they intend to use and about the representatives and FSP’s who sell these 
financial products. This gives a client a peace of mind that the representatives are 
adequately qualified, follow a set code of conduct and defined duties in terms of 
compliance, and ensures that clients are aware of the Financial Advisory Services Ombud, 
an independent complaint resolution body (The Banking Association of South Africa 
2017). It is such legislation that ensures that customers of the financial services industry 
are better protected in the journey of managing their financial resources and achieving a 
sense of financial stability.   
 
Making use of a financial planning service helps to control people’s financial resources. 
It should allow individuals to improve their standard of living, get more enjoyment from 
their money by spending it more wisely, and accumulate wealth and enhance the quality 
of life both in the present and in the future (Gitman et al. 2013:23). The average South 
African is battling to cope with the current economy and people need to start to realise 
the importance of saving and how financial planning is the start of a savings culture in 
South Africa (Moodley 2015). South Africans generally save far too little, a habit 
worsened by the lack of knowledge by consumers about financial issues. The use of 
financial planning, and more importantly through a financial planner, gives one a peace 
of mind, more control over finances, and assistance with financial risk reduction. Thus, 
the uncontrollable risks involved in saving and investing, such as unforeseen decrease in 
income due to poor market returns, weakened consumer purchasing power due to the 
impact of inflation and exposure to failing financial institutions and fraudulent schemes, 
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can be better managed (Van Breda 2012; McLellan 2012). Financial planning can play a 
vital role in helping people adopt a saving mentality, as well as in other important aspects 
of financial planning including estate planning, risk planning and an aspect individuals in 
the middle class seem to be greatly struggling with, retirement planning (McLellan 2012).    
 
A large percentage of people have not thought about their lives after retirement; and even 
when retirement is only five to ten years away, debt remains one of the leading reasons 
why people are not generally saving – either for emergencies, or, more importantly, for 
retirement – because they are busy paying off debt. Only six percent of South Africans 
will be able to maintain their lifestyle at retirement. However, through putting a financial 
plan in place (including budgeting and saving), that six percent would increase (Lusardi 
& Mitchell 2014:2; Lamprecht 2015). Retirement is still an issue in South Africa. People 
forget that with advancing medical technology they are living longer and need to start 
planning more how they will maintain their lifestyle with an increase in life expectancy, 
where people are living to their 80s and 90s. Living also presents some other down falls, 
as aside from retirement, people are obviously going to be exposed to health risks such 
as chronic illnesses that also need to be planned for at an advanced age, as well as 
budgeting to maintain a comfortable lifestyle in this long life (Botha 2014:7). People need 
to understand that the use of financial planning and getting the right appropriate financial 
advice is important for all individuals’ financial wellbeing; it prepares one to take the 
necessary action that is needed to manage risks. It is no secret that one of the most 
important critical benefits of sound financial advice, amongst other basic components 
such as budgeting and savings and debt management, is preparing for a comfortable 
retirement (Crawley 2010).   
 
The concept of comprehensive financial planning is only practiced by a few people, and 
two out of ten of those people reported that they are happier and have peace of mind when 
it comes to their finances. This raises the question why more people are not setting up a 
proper comprehensive financial plan. Savings and debt-management form part of the 
basic components of a comprehensive financial plan and incorporating these components 
in an individual’s financial plan means more people will be able to juggle personal 
expenses and managing debt (Crawley 2010). The use of financial planning may result in 
reduced debts and increased savings through financial education, where individuals know 
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the right questions to ask and understand comprehensive financial products that are there 
to assist in wealth creation and wealth protection (Tamaki 2011:2). A comprehensive 
financial plan is a sign of making good financial decisions, it shows that a person is able 
to set goals and objectives and follow through to see results.  
 
Often people make financial planning decisions based on their emotions, according to 
Gino (2015). Making important decisions such as buying a house, making a big financial 
investment, or getting into a new business venture can be overwhelming, and emotional 
reactions in making these decisions can be useful in directing attention and energy 
towards what an individual may consider to be the most important aspect of the decision. 
However, intense emotions may also lead to an individual making misguided decisions 
that can even be disastrous. People tend to use emotions as shortcuts to trim time from 
analysis and to make themselves more comfortable, a process that has major pitfalls such 
as clients buying into the wrong financial products (Meyer 2017). Making use of 
professional financial advice prevents emotions from corroding a sound intellectual 
framework for making financial decisions. It improves a person’s financial positions by 
providing expert skills and knowledge by individuals who understand the increasing 
number of wealth creation and investment options, which are constantly evolving. Tailor-
made plans in the best interest and suitability for each clients’ goals and objectives, and 
goal documentation, act as constant reminder to the client and financial planner as to what 
needs to be accomplished; and lead to unbiased decisions which are objective and help 
make fact based recommendations (Eve 2017).  
 
2.7  CURRENT TRENDS IN THE FINANCIAL PLANNING INDUSTRY 
 
The financial planning profession has not only grown significantly since its inception in 
the 1970s but it has also had to change, as well as adapt to the ever-changing consumer 
needs. As products, markets and the regulatory environment evolve, so have financial 
planners had to develop new approaches in order to help clients achieve financial security 
in an ever-changing environment (FPSB 2014).The FPSB identifies four trends that have 
aided in the development of financial planning globally. 
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The first trend is the change of consumer demands, as consumers are being forced to 
adopt positive financial behaviour in response to unexpected market shocks, increased 
risk of poor outcomes from poor financial decisions, life expectancy and a variety of 
changes in pensions. Mercers Defined Contribution Survey (2009) highlighted an ever- 
increasing global prevalence of defined contribution plans as part of a change in the 
investment responsibility and risk for retirement planning from large institutions to 
households (FPSB 2014; Mercer 2009; Stokes 2009). 
 
In terms of their defined contribution, consumers within the financial planning industry 
had to take more precautions in order to ensure a financially secure retirement. Individuals 
fear the dangers presented by uncertain changes in the market. According to the Centre 
for Economic and Policy Research the median US household with individuals ranging 
from the age of 55 and 64 saw a dramatic decrease in wealth by nearly 50 percent between 
2004 and 2009 (Rosnick & Baker 2009:14). The forced retirement contribution changes 
impacted the age demographics on retirement savers. The 60 plus population is expected 
to increase by more than 50 percent from 264 million in 2009 to 416 million by 2049. 
The problem is worsened by a significant decrease in the working age and low economic 
growth rate. As more consumers struggle with issues related to longevity, declining 
workforce, increasing poverty and increased market uncertainties, the need for competent 
and ethical financial planners, acting in the best interest of the client, become more 
evident (Stokes 2009; FPSB  2014).  
 
The second trend as identified by the FPSB is the shift from the once-off transactional 
system, or sales orientated system, into a more relationship-based and open architectural 
system that is more prone to change.This is an approach that focuses on filling the gap of 
clients’ needs, applying an element of client or market segmentation and analysis to the 
traditional Assets Under Management (AUM) model, as was previously closely upheld 
as the industry standard. The client-centric service model allows the financial planner to 
provide a better management experience that increases customer retention and increases 
the probability of client referral by also providing a variety of product choice for a more 
holistic goal based financial planning approach to help clients achieve their financial 
goals (Stokes 2009; FPSB 2014).  
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The South African financial services have definitely been directly impacted by the third 
trend which is regulatory changes. It started off with the introduction of the FAIS Act and 
the General Code of Conduct in 2002, making it a must for those financial service 
providers (FSPs) and their representatives to be licensed in order to provide any financial 
or intermediary advice. The Financial Services Board (FSB) continues to remedy 
situations in which FSPs are failing to render adequate levels of advice. The year 2010 
saw the introduction of the mandatory FAIS Regulatory Examination, and now the FSB 
has introduced changes to how clients are charged, with the introduction of the Retail 
Distribution Review (RDR) (Stokes 2014; Gerson 2014). 
 
RDR was set up by the Financial Conduct Authority with the aim of enhancing the quality 
of investment advice that is given to clients of the financial services industry and bettering 
clients’ understanding of financial advice, as well as to raise professional standards of 
advisors and reduce the conflicts of interest that arise from the way in which planners are 
paid (Gerson 2014). Industry role players are constantly trying to make the financial 
service industry more professional and protect the interests of clients. Most financial 
service providers pay their representatives based on a commission structure that is tied to 
the products that they sell, and this has raised questions about whether financial planners 
sell products that suit their needs rather than products tailored to consumers’ life needs. 
Now one of the biggest challenges is how to adapt these questionable practices and to 
comply with the new requirements. Another question is whether South African banks and 
insurance companies are fit enough and able to progress. Recent studies by CoreData 
Research South Africa has shown that less than half of South African financial advisors 
are ready for the changes that are most likely to come from RDR. Of the survey sample, 
only 12.8 percent currently use a fee-based model (Faurie 2015; Gerson 2014). 
 
RDR has already had a significant impact in Europe, where the number of UK financial 
advisors decreased from 35 000 in 2010 to approximately 20 000 following RDR. Those 
businesses that used adapting technologies to analyse and better understand their 
consumer needs by adapting to a more consumer centric model survived, but this should 
be a reminder to the South African financial services industry to prepare themselves for 
RDR (Gerson 2014; Faurie 2015).  
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In April 2010, the Treating Customers Fairly (TCF) document also came about. This piece 
of documentation tailored unfair treatment of consumers in the financial services industry 
from a principle perspective rather than a rule-based perspective. The TCF aimed to be a 
holistic and coordinated consumer protection regulatory framework that applies across 
the industry and is tailored to address the specific conduct risks usual to the industry. The 
FSB identified six specific fairness outcomes that financial services providers needed to 
incorporate into their business culture, encouraging FSP’s to create appropriate products 
and services, and enhance transparency in the industry as a whole (Stokes 2011). 
 
FIGURE 2.2 BELOW DEPICTS THE SIX FAIRNESS OUTCOMES 
 
 
(Adapted from: Glacier Financial Solutions 2013) 
 
The fairness outcomes, as highlighted in the TCF document, must be incorporated into 
the organisational culture, and treatment of customers must be considered at every stage 
of the product lifecycle, including product design and marketing, giving advice, point of 
sale and post-sale (Stokes 2011). 
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The FSB proposed a three-pillar model for the implementation of the TCF document in 
South Africa. The three pillars included: Pillar One – The TCF Framework, Pillar Two – 
Implementing TCF and Pillar Three – Incentives and deference. The year 2011 saw the 
FSB implementing TCF in South Africa. It started off with a self-assessment tool that 
allowed regulated firms to measure their success levels in achieving the TCF fairness 
outcomes and organisational cultural framework requirements. The second step was to 
review how existing financial services practices comply with the goals and objectives of 
the TCF regulation, and the third and final step was to participate in the further roll out 
of the TCF document. The FSB timeline to enforce the TCF document was January 2014 
(Stokes 2011).    
 
The fourth and final trend as identified by the FPSB is globalisation. What happens in 
one part of the world stimulates some change in a different part of the world, whether 
positive effects or a financial crisis. Over the years consumers have become more 
financially literate due to the easily accessible information that plays a role in informing 
and educating consumers on different aspects of financial planning, legislation that calls 
for consumer awareness campaigns as well as public media platforms such as the printed 
press. As consumers become more financially literate they know the right questions to 
ask, want to be actively involved in their own personal financial planning and they are in 
a position to question the value of the services they receive from their financial advisors; 
in addition, they expect advisors to be knowledgeable, up-to-date, and have the necessary 
skills and experience (Botha et al. 2014; Stokes 2009).  
 
Many studies and surveys suggest a trend on a global and national scale about the rise of 
the black middle class, a market that has been said to be under-served in different sectors 
and specifically in the financial services industry and opening a gap that presents 
opportunities and pitfalls. The market has been said to present challenges with planners 
complaining that this market has few assets under management and require more debt 
counselling than financial planning, which could lead to the sale of a product. The 
emerging black middle class is an economic driver because of the purchasing power and 
contribution to the country’s Gross Domestic Product (GDP). Over the past years white 
consumption driven expenditure has been practically stagnant, while contributions from 
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the coloured and Indian segment has been fairly small. It is the 2.6 million ‘Black 
Diamonds,’ who are driving the economic consumption of South Africa, as they are on a 
path of attaining a middle class lifestyle. This market is the redeeming feature of any 
economy and that means a focus on this market will ensure great future success in the 
country’s economy (Stokes 2008; Harness, Chatterjee & Salter 2014).    
 
South Africa is known to have an exceptionally large income inequality gap, but at the 
same time, it has also seen strong growth of its emerging middle class. By 2015, the 
number of middle class South Africans had grown from over 3 million in the year 1993 
to 12 million. A survey conducted by the Bureau of Market Research showed that 
although there is a large number in the emerging middle class, the South African black 
population still earns well below R50 000 per annum, and in the R50 000 to R300 000 
income bracket, black earners are now the dominant group (Property24 2015).  
 
2.8  FINANCIAL PLANNING AND MIDDLE INCOME BLACK 
PROFESSIONALS 
 
A study conducted by the Certified Financial Planning Board and Consumer Federation 
of America (CFA) found that, even in unpredictable economic conditions, financial 
planning has led to favourable results for individuals who take the time out to plan their 
finances. Clients proved themselves to have a more positive attitude towards their 
financial decision making abilities, increased their savings, and made satisfactory 
progress in meeting their financial goals. Although planning is usually perceived to be 
done by individuals with higher household incomes, those who had a lower income and 
planned how they would use their finances, had more satisfying results than those who 
did not plan (Princeton Survey Research Associates International 2013). 
 
The black community has largely been under-served by financial advisers and winning 
over this market requires a lot of work in terms of creating awareness, as many individuals 
feel that they do not require financial advice. In the United States many African-
Americans do not see the need for financial advice as they are the first or second 
generation to have earned a good income and build wealth. The earning power, as well as 
purchasing power of the African-Americans, is growing but they are still less likely than 
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other members of the general population to a have financial adviser. This under-served 
community represents a significant opportunity gap for those advisers who reach out in 
the right way. Financial advisers need to find a way of balancing educating clients with 
their business goals. However, their intention should not be simply to sell financial 
products, and they should not expect immediately to find clients requiring investing or 
planning advice. When reaching out to the community, a client-planner relationship will 
develop naturally as the adviser becomes more proactive (Maxey 2013).  
  
Like in most parts of the world, in South Africa financial planning has been perceived to 
be for the wealthy. Nevertheless, in recent years banks and insurance companies have 
been segmenting their offerings to cater for South Africa’s increasing middle class 
population (Roberts 2015). According to a report by the University of Cape Town’s 
Unilever Institute of Strategic Marketing, the number of black South Africans that is 
classified as middle class is rising and this emerging class has a significant spending 
power (Roberts 2015). The South African black middle class contributed to a R4 million 
rise in expenditure in the year 2008, and has since increased to over R400 billion per 
annum. According to John Simpson, the director of the Unilever Institute, the black 
middle class segment has continued to increase, despite setbacks caused by the recession 
of 2008 and has become more influential, and the growth and prosperity of this market is 
crucial to the health and future of the economy (BusinessTech 2013).   
 
Working with the middle market class presents some challenges. Planners have their own 
perception that the middle market clients have fewer assets and more budgeting issues, 
while clients feel that working with a planner is out of their reach. In actuality the middle 
market needs more planning than high net worth clients. There are barriers that have been 
previously identified in serving the middle market class, and these include the cost of 
serving this market, the fear that individuals in this market generally have about investing 
and planning, and poor budgeting and balancing or prioritising needs and wants. These 
issues are the ones that could be resolved through client education and creating awareness, 
but this will require time and the results will be seen in the long run. This trend will assist 
planners in the establishing of the client-planner relationship stage of the financial 
planning process, as well as contribute to customer retention (Harness et al. 2014). 
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2.9 FACTORS INFLUENCING INTENTION TO SEEK OF FINANCIAL 
PLANNING ASSISTANCE  
 
As individuals continue to move up the income brackets, their financial needs change. 
However, because of their previously disadvantaged financial positions, they do not seek 
the help provided by financial services (Dingle 1999:84). The rise of middle- income 
black professionals in South Africa has been accompanied by increased spending power. 
About 40 percent of black professionals worked in the civil services in 2013, which led 
to increased consumption (Ndletyana 2014:1-3; Durr 2013:26; Sulaiman 2013). 
Consumers should use professional financial planners when engaging in financial 
planning. (Bajtelsmit & Rastelli 2008:2-3). As mentioned previously, the main role of a 
financial planner is to engage in the financial planning process in order to meet the 
financial needs of the client. Financial planners do this by creating financial plans for the 
client. This process helps clients to focus on achieving their financial goals (Practical 
Accountant 2013:34). Based on the benefits of financial planning services described 
earlier, it is important to consider the factors that influence the middle income black 
professionals’ intention to seek financial planning assistance. 
 
2.9.1 THE THEORY OF PLANNED BEHAVIOUR 
 
The theory of planned behaviour (TPB) has been applied to several financial behaviours, 
including investment, mortgage use, and credit counselling (Ozmete & Hira 2011:390; 
Xiao 2008:74). The TPB suggests that perceived behavioural control and intention can 
directly have an effect on the performance of a behaviour (Ajzen 1991:185). Furthermore, 
the intention to perform a behaviour is also affected by the individual’s attitude, which 
talks to the overall evaluation of a behaviour by individuals. In addition, subjective norms, 
talk to a person’s thoughts or point of view about whether their peers think they should 
perform particular behaviour. Thirdly, perceived behavioural control, talks to the 
perception of the individual, as to whether they perceive a behaviour as easy or difficult 
to perform (Ajzen 1991:188).  
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It is also expected that the significance of attitude, subjective norms, and perceived 
behavioural control may vary across different set of behaviours. Attitude refers to an 
individual’s point view about the assumed result of a behaviour based upon two 
assumptions: the probability of an end result occurring as a result of performing the 
behaviour, and the assessment of that end result (Segal, Borgia & Schoenfeld 2005:46; 
Conner & Norman 2005:10). A subjective norm is a result of normative views; it depicts 
views of people’s preferences about whether or not one should be part of a behaviour. 
This is expressed as the subjective probability of how a certain group of individuals think 
that a person should perform, accompanied by the person’s drive to adhere to that group’s 
expectation (Paço, Ferreira, Raposa, Rodrigues & Dinis 2011:25; Conner & Norman 
2005:10). Judgements of perceived behavioural control are affected by views relating to 
whether an individual has the opportunity to use the necessary resources and perform the 
behaviour successfully, led by the perceived power of each factor to expedite the 
execution of the behaviour (Ajzen 1991:188-189; Conner & Norman 2005:10; Sheppard, 
Hartwick & Warshaw 1988; Thaler & Benartzi 2004). In this study, the intention to seek 
professional financial planning assistance was defined as the likelihood of meeting with 
a financial planner or using financial planning services in the near future (Grable, Heo & 
Rabbani 2014:9). 
 
The TPB has been commonly used in studies in various fields ranging from medicine, 
marketing, tourism, informatics and human behaviour; with previous studies showing a 
constructive and meaningful impact of attitude, subjective norms and perceived control 
on an individual’s intention to perform a behaviour (Cucinelli, Gandolfi & Soana 
2016:82). Only a few research contributions have applied the TPB to financial decision 
making (Cucinelli et al. 2016:82). Shih and Fang (2004), in their study regarding 
customers’ intentions to use internet banking, found that both the Theory of Reasoned 
Action and TPB give some intuition into bank customer intentions to use internet banking. 
In addition, Lau, Yen and Chau (2001), Gopi and Ramayah (2007) and Lee (2009) were 
able to apply TPB to conduct research on the intention of investors to use online banking 
trading platforms. However, these studies do not focus on the customers’ intention to seek 
financial assistance, but specifically focus on investment decisions.  
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With that being the case, it is safe to assume that an individual’s optimistic mind-set 
towards a behaviour – such as consulting a financial planner – and if an individuals’ 
subjective norms show some interest in seeking financial planning assistance, then the 
behaviour being considered is more likely to be carried out. Furthermore, if individuals 
perceive that they have the necessary tools and the potential to make use of the financial 
advice, then they are more likely to do so (Zeka, Goliath, Antoni & Lillah 2016:80). 
 
2.9.2 AWARENESS OF AND ATTITUDES 
 
Sayer (2006:12) explains raising awareness as a wide and yet unclear term, that is based 
on what an individual feels to be true even without conscious reasoning. Raising 
awareness is about promoting the integrity and visibility of the subject matter; whether 
good, bad, or just indifferent, it is to educate with the aim of changing people’s attitudes 
and behaviours about a matter or issue, and perhaps eventually their misguided 
perceptions (Sayer 2006:12).  
 
Schramm (2015) reports on the importance of education for financial literacy – that is, 
acquiring the necessary knowledge to manage one’s finances, and creating a culture of 
saving and spending wisely at a young age. Schramm (2015) adds that such knowledge, 
like mathematics or science, should be cumulative in the sense that it is integral to the 
learning curriculum from middle school to high school. In a study conducted in America, 
it was found that the lack of financial literacy is related to the lack of financial planning 
within certain races, gender and other demographic variables. The lack of basic 
knowledge by people may lead to a lack of engagement due to the fear of 
misunderstanding the product, as people tend to feel overwhelmed by financial jargon 
when dealing with a financial adviser. This enforces the need for financial planners to 
educate their clients about the value of financial planning.  
 
According to Hung, Parker and Yoong (2009:3), financial education is a way of 
improving the consumers’ knowledge of the products and services furnished by the 
financial services industry in order to enable consumers to make informed financial 
decisions. This implies that financial educations is significant for the middle income 
market in making financial decisions and avoid pitfalls. These actions are influenced by 
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how individuals consider the costs offered by different financial service providers, 
understanding the workings of ‘quick rich’ money making schemes, improving their 
financial knowledge with regard to long term savings towards their goals (Tamaki 
2011:2). Financial education can be instrumental in improving the financial decisions of 
low-income communities. This means that financial education may improve consumers’ 
levels of financial literacy to make informed financial decisions (Finmark Trust 2011:21). 
 
An attitude towards a behaviour refers to a consumer having a positive or negative 
evaluation of that behaviour (Ajzen 1991:188). The attitude is determined by the person’s 
expectation about the outcome of performing the behaviour, and the degree to which the 
person values the outcomes (Ozmete & Hira 2011:386; Xiao 2008:73). A financial 
attitude is found to predict healthy financial behaviours (Lachance 2012:545; Shim, 
Barber, Card, Xiao & Serido 2009:1466). For example, Shim et al. (2015:36) indicate 
that financial attitudes exert the strongest influences on healthy financial behaviour. 
Therefore, consumers who have a positive financial attitude are more likely to engage in 
healthy financial behaviour (Jorgensen & Salva 2010:472; Shim et al. 2015:36). 
Furthermore, it has been found that financial attitudes influence financial behaviour 
intentions (Shim, Xiao, Barber & Lysons 2009:716; Xiao, Tang, Serido & Shim 
2011:243; Shim et al. 2009:1464). 
 
Mazumdar (2014) speaks of different attitudes that individuals tend to have and how these 
attitudes impact their financial behaviour. The ‘you think you know everything about 
investing and financial planning’ individuals are the people who think they can do 
everything themselves and tend to be the ones who complain about fees and see them as 
a cost even when good financial advice has been offered. The ‘you know nothing about 
investing and financial planning’ individuals are better than the former, but may tend to 
fall victim to bad advice without knowing it. Lastly there are ‘the you know you don’t 
know everything about financial planning’ individuals, who tend to be more open to new 
ideas and are always willing to learn and ensure their financial success (Mazumadar 
2014). 
 
 A positive attitude helps individuals to managing their finances more effectively within 
ever changing financial market fluctuations and a turbulent political environment that 
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affects the financial markets. In these conditions, individuals need to develop an 
optimistic attitude towards their finances. Keeping a positive attitude does not only 
require individuals to believe in themselves and the importance of financial management, 
it also requires one to be cautious towards financial planning. A good example is the 
general perception of Indians as being conservative investors. As a result, at nearly 30 
percent, India has one of the largest savings rates in the world; however the same cannot 
be said about their investment rate and thus attention needs to be given on a macro-level 
to install a positive attitude and convert a nation of savers into a nation of investors 
(Mudholkar 2014). 
 
People, even at a young age, should have fundamental knowledge and skills related to 
managing money that may include creating a financial budget, savings management and 
investment in financial vehicles (Beverly & Burkhalter 2005). According to Mason and 
Wilson (2000:31), financial literacy is an individual’s ability to acquire, understand and 
assess pertinent information that is imperative in making informed financial decisions, as 
it creates awareness and builds a positive financial attitude and a help-seeking behaviour 
that motivates individuals to seek the appropriate financial assistance. 
 
2.9.3 FAMILY FINANCIAL NORMS 
 
Experts have found that individuals are positively associated with financial attitudes and 
behaviours of their parents, thus, the past experience of parents can either positively or 
negatively influence the financial attitude of their children and their intentions to engage 
in certain behaviours (Ahsan 2017). Intentions are influenced by several factors, 
including perceived social influence also referred to as subjective norms (Ajzen 
1991:188). It involves an individual’s perception of what others believe about their ability 
to perform the behaviour (Ozmete & Hira 2011:386). Ajzen (1991:188) emphasises that 
it is measured by rating the extent to which significant others would approve or 
disapprove of a behaviour (Ajzen 1991:195). Individuals tend to live a life that they see 
being lived by others, they compare their social living to others, without taking into 
account people’s different financial circumstances. An individual who succumbs to such 
subjective norms is commonly referred to as someone who is trying to “keep up with the 
Joneses” (Lea, Webley and Walker 1995).  
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Researchers identify the evidence of subjective norms and how these impact financial 
decision making in individuals, who tend to compare themselves with those on a better 
social level. Materialistic items such as money and possessions seem to be the benchmark 
of social comparison, which results in individuals living beyond their means; this usually 
leads to reckless financial decision making (Lea et al. 1995). In addition, Xiao (2008:73) 
also refers to subjective norms as an individual’s view about whether family and friends 
would approve or disapprove of a particular behaviour. For instance, consumers’ financial 
norms are influenced by their upbringing. According to Tyler (2012:54), an individual’s 
habits were probably learnt at an early age. Children learn about managing finances from 
family, and use their parents’ financial advice as a norm for how they deal with their 
income (Danes 1994; Danes, Huddleston-Casas & Boyce 1999, in Danes & Haberman 
2007:48). Xiao et al. (2011:243) also found that parental norms influence financial 
intention. 
 
These social-level barriers involve the processes through which interpersonal interactions 
and group dynamics, or different opinions, affect how consumers seek financial advice. 
It is common to find that many individuals, considered not to be well off, seek financial 
advice from friends and family, without taking into account that each individual’s opinion 
will be based solely on their individual households and might therefore be inappropriate 
for a different individual. People disregard the fact that the world has undergone a 
revolution, and that the correct advice for a former generation might no longer work for 
the low to middle class families of today (Iannicola & Parker 2010:22). 
 
Bursztyn, Ederer, Ferman and Yuchtman (2014) identify two reason why individuals 
make financial decisions based on their peers or family and friends, and refer to these as 
‘social learning.’ One concludes that an asset purchased by others is of a higher quality; 
and that an individual’s benefit from acquiring any materialistic possession has a direct 
impact on the decision of another individual to buy the product. 
 
It often happens that when problems arise, friends and family emerge as the most popular 
source of help (Tishby, Turel, Gumpel, Pinus, Lavy, Winokour & Sznajderman 2001). 
Due to the ease of talking to friends, seeking help from those close to you creates a general 
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preference for casual sources of assistance over professional sources of help, such as 
financial advisors, psychologists, etcetera (Schonert-Reichl 2003). According to Boldero 
and Fallon (1995), friends and family were the most regularly selected source of 
assistance for a range of distressing problems. People need to understand that the quality 
of assistance received plays a vital role in the effectiveness of help-seeking; thus, financial 
planners are there to educate and inform, and developing a positive attitude to seek 
financial planning assistance is a step  in the right direction towards financial stability 
(Collins 2012; Robb, Babiarz & Woodyard 2012; Letkiewicz, Robinson & Domian 
2016:106). 
 
2.9.4 FINANCIAL SELF-EFFICACY 
 
Individuals’ intentions are also affected by the degree to which behaviour is perceived to 
be under the control of the individual.  This is also termed perceived behavioural control, 
which is described as the perceived ease or difficulty in performing a behaviour. It 
presumes to link the past experiences of the person with the behaviour and the anticipated 
barriers and facilitators of performing the behaviour (Ajzen 1991:181). It refers to 
perceived control over the opportunity, resources, and skills necessary to perform the 
behaviour. Thus, the easier it is to perform the behaviour, the higher the intention to 
perform the behaviour.  
 
Juliuson, Karlsson and Garling (2005) suggest that t individual decisions are often as a 
result of historical experience. When a previously made decision results in a positive 
outcome, individuals tend to make future decisions in a similar way, and in most cases, 
this will influence their broad perception. It also happens that individuals avoid repeating 
past mistakes, which is important as decisions based on historical experience are not 
necessarily the best decisions (Sagi & Friedland 2007). Malmendier and Nagel (2011) 
found that an individual’s prior life experience will affect current decision making. They 
found that households with an experience of high stock market returns will most likely 
exhibit greater willingness to take financial advice, and individuals who have experienced 
the great depression tend to be more conservative when making financial decision. 
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Furthermore, the facilities and the favourable time to perform the behaviour should 
indicate the likelihood of performing the behaviour (Ozmete & Hira 2011:386; Xiao 
2008:73). Ajzen (1991:184) indicates that the present view of perceived behavioural 
control is most compatible with perceived self-efficacy. However, Lown (2011:56) states 
that general self-efficacy differs from financial self-efficacy, which is applicable to 
financial behaviour. Therefore, financial self-efficacy refers to individuals’ perceived 
capacity to oversee their finances successfully and in return to achieve their financial set 
objectives (Farrell, Fry & Risse 2015:86). According to a study by Lapp (2010) financial 
self-efficacy forms part of the gap that exists between knowledge and constructive action. 
Farrell et al. (2015:95) found a relationship between women’s levels of financial self-
efficacy and their ownership of financial products. For instance, women with a better 
understanding and background in financial concepts tend to own financial products such 
as investment vehicles, bonds on home purchases, and not just a bank savings accounts 
(Farrell et al. 2015:95). 
 
It is a common belief that improving the financial literacy of consumers will improve 
their ability to understand complex financial products, thereby helping them make well 
informed financial decision that best benefit them. However, there has not been sufficient 
evidence by researchers to show that individuals with more financial knowledge are most 
likely to make better decisions (Willis 2008). What researchers have actually found is that 
the root of proper financial decisions made by clients is the degree of the clients’ financial 
self-efficacy (Remund 2010). In a study on factors that relate to financial stress amongst 
college students, Heckman and Grable (2011) found a positive correlation between 
financial knowledge and financial self-efficacy. According to Letkiewicz et al. 
(2016:108), the decision of individuals to seek financial assistance from a professional 
when making financial decisions is a display of good financial decision making, and that 
this links financial self-efficacy and the likelihood to seek financial planning assistance. 
Furthermore, Letkiewicz et al. (2016:108) contend that individuals with an excessive 
understanding of financial self-efficacy, believe that they have the capability to manage 
their personal financial business and are able to pin point when they need help, as opposed 
to those with a low financial self-efficacy who are unlikely to manage their finances and 
identify when they need financial assistance.  
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Self-efficacy acts as an intermediary between stress and behaviours that relate to stress 
release. It is vital in the affairs of financial decision making and the seeking of financial 
planning assistance because it influences individuals’ behavioural changes (Folkman 
1984; Folkman, Schaefer & Lazarus 1979; Bandura 1977; Gecas 1989). According to 
Lapp (2010), higher financial self-efficacy has been equated with better management of 
debt, less financial related stress, increased saving and a greater sense of financial 
stability. Individuals with a high sense of financial self-efficacy were unlikely to equate 
themselves with income disruption, reckless spending, and unsuccessful investments; 
they were reported to have better control over their finances and to be knowledgeable 
about current economic events and also have a positive forecast of their financial future 
(Engleberg 2007). Phillips and Murrell (1994), and Banerjee and Suparna (1998), 
identified a few factors that have an influence on individuals’ help-seeking behaviour. 
Their research showed that, to be associated with high financial self-efficacy ranging from 
the level of earnings and schooling of individuals, the more educated and high earning 
individuals have a higher tendency to seek financial planning assistance instantly and 
retaining the services even longer. 
 
2.9.5 TRUST 
 
Trust means that an individual has confidence in other individuals and that they can do 
no wrong, not because of past experience or any other reason, but because of an instinctive 
knowing that is not, usually, rational. Trusting someone is inherently risky. It exposes an 
individual to vulnerability. This is because an individual is taking a risk in letting the 
other person know their weak spots and therefore risk getting hurt. Willingness becomes 
the operative word; it is the willingness to take risk of being hurt that allows people to be 
trusting (Khatri 2008; Berndt & Tait 2012:25). 
 
Before the introduction of the Financial Advisory and Intermediary Services Act 37 of 
2002 (FAIS), there was no set process of selling financial products to clients of the 
financial services industry, resulting in a wide spread tendency of products that were sold 
without prior analysis of the clients’ financial position, goals and objectives. As a result, 
there was a mismatch of clients’ needs and the financial products that they had been 
furnished with (Botha et al. 2014:3-4; Rossini & Maree 2010:5). When a client chooses 
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a provider, be it a family doctor or a nanny, trust plays a key role in creating rapport. 
Given the history of the financial planning industry, the same level of trust is even more 
important when finances are involved (HFG Wealth Management 2014). Therefore, it is 
when an individual feels that a financial planner is trustworthy that s/he is more willing 
to be vulnerable and consider financial planning assistance (Puri & James 2014; Walker 
2013). 
 
The financial services industry has previously had few client protection laws, and as a 
result, consumers of financial products and services have lacked trust in the industry. 
According to a study by Burke and Hung (2015), financial trust and self-reported financial 
advice-seeking behaviour are highly correlated. Trust play a vital role in financial 
decision making, as investing in complex financial products requires a great deal of 
confidence in the provider. Investment options consist of different complex financial 
instruments that tend to overwhelm a typical investor (Hilgert, Hogarth & Sondra 2003; 
Agnew & Szykman 2005; Lusardi & Mitchell 2007, 2011).  
 
2.9.6 PERCEIVED REWARDS 
 
Personal finance has been gaining traction, with more people wanting to understand 
economic events and how these impact them, and their choice of financial products. 
According to Kim (2000:1) and Joo (1998:34), individuals still lack financial literacy and 
as a result end up making inadequate financial decisions. According to Botha et al. 
(2014:5), financial planners have the ability to empower clients by a transfer of the 
relevant knowledge that clients can use in making important financial decisions that will 
put them at ease. Clients that have been empowered with the right knowledge are more 
likely to make the right decisions when it come to their finances, from money saving 
decisions, avoiding suspicious ‘get rich quick schemes’, taking uncalculated risks that 
may result in investment losses and high debt to increased savings and financial flexibility 
(Naidoo & Motsomi 2016:11). 
 
According to Moskowitz (2013), one of the benefits of making use of professional 
financial advice is the peace of mind that comes from knowing that there is a well thought 
out plan and strategy, having an overall picture of a financial situation as a result of a 
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financial plan that can be reviewed and changed to align with life changing events. 
Financial planners also help clients to compile financial plans that take their financial 
circumstances, needs, and objectives into account (Botha et al. 2014:5). Christiansen and 
DeVaney (1998:3) state that, “the benefit of having a financial plan is that individuals can 
plan for their desired retirement income levels and structure estate plans that reflect their 
desires.” These is the kinds of services where individuals require advice from financial 
planners. 
 
Fin24 (2016), indicates that monitoring and reviewing of a financial plan is part of the six 
steps of the financial planning process and both the financial planner and client have the 
responsibility of ensuring the plan is still on track. Moreover, the planner needs to suggest 
necessary amendments for the clients to make more informed decisions. The review of a 
client’s portfolio has to take into consideration the fluctuating market conditions, 
constantly evolving legislative changes such as tax, and the change in the complexity of 
financial products. This ensures that the initially drafted plan is still in line with the 
clients’ goals and objectives.  
 
A financial planner is also competent to give advice on the drafting up of a valid will, the 
formation of trusts, risk planning and retirement planning. In addition, Christiansen and 
DeVaney (1998:3) highlight that financial planners furnish clients with investment related 
advice that is convenient and appropriate. Furthermore, financial planners assist their 
clients in dealing with unforeseen events that might have an impact on their financial 
investments such as economic financial crises (Marsden, Zick & Mayer 2011:641). 
Individuals that utilise the services of financial planners are more likely to be in control 
of their finances during unfavourable financial conditions without even abandoning their 
savings. With the help of professional financial planners and acquiring the necessary 
financial knowledge to make informed decisions, individuals have the opportunity to 
increase their retirement fund contributions and are more tolerant to riskier investment 
vehicles (Marsden et al. 2011:641).  
 
Individuals invest more time in a venture that promises them a desirable outcome, 
meaning that individuals put more time into things that they feel will give them great 
satisfaction in terms of their expectations (Gendolla, 1998; Wright 2008). Therefore, 
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help-seeking behaviours are affected by different elements such as the probability of the 
reward that can be procured through obtaining the necessary financial assistance 
(Bandura 1982; Brehm & Self 1989; Heckhausen 1977). After all, for individuals to 
develop a positive attitude towards seeking financial assistance, the benefit of the 
financial vehicles should be attainable. Previous studies have shown how selling the 
benefit or reward of a product influences the final decision making of a person to buy into 
the product. Furthermore, studies have shown that giving a word of assurance of financial 
rewards enables ease of dealing with simple financial decision making (Mir, Trender-
Gerhard, Edwards, Schneider, Bhatia & Jahanshahi 2011; Veling & Aarts 2010). 
Considering the former, it is safe to suggest that the expected rewards from the use of the 
services provided by financial planners can influence individuals’ intention to seek 
financial planning assistance. 
 
2.10 FINANCIAL PLANNING ASSISTANCE  
 
Individuals are beginning to place healthy financial well-being and better lifestyles 
amongst their top priorities, and as a result globalised capital markets offering a range of 
financial products have been found to be an essential start in obtaining such personal 
objectives. Thus, the practice of personal financial planning is beginning to receive 
traction as a good practice, if not already a necessity (Malaysia Financial Planning 
Council 2004). Creating a sound financial plan gives an individual peace of mind with 
regard to their financial matters. It is through a proper structured financial plan that an 
individual is guided in making good financial decisions, a plan that highlights possible 
pitfalls and how to counter-act these (Malaysia Financial Planning Council 2004; 
Moskowitz 2013).  
 
Creating a financial plan will yield a sense of fulfilment, but that can only be evident in 
the long run. In the meantime the yearning for a luxurious lifestyle, as well as other short 
term financial commitments, may potentially shift resources from necessities that may 
result in financial strain at a later stage (Fin24 2016). It is for this reason that individuals 
should remain prudent and strategic in seeking financial assistance, in identifying what 
needs are a priority, and a reasonable timeline to address those financial goals and 
objectives. Such financial assistance would naturally provide clients of the financial 
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services industry with a great sense of financial security and the desired financial freedom 
(Cheah, Devadason, Sito & Wong 1998).  
 
Little research has been done on help-seeking behaviour in the personal finance space. 
Currently, more is known about help-seeking behaviours of substance abusers, mental 
illness patients and adolescents with personal problems (Bae & Sandager 2007; Mason 
1993; Smith 1992; Varney, Rohesenow, Dey, Myers, Zwick & Monti 1995) than for those 
seeking financial planning assistance. According to Keown (1998), the assumption within 
the financial planning profession is that those who seek financial assistance and 
implement the recommendations are sure to eventually better their financial knowledge, 
attitudes and behaviours. This makes it important to distinguish the individuals who are 
more likely to seek financial planning assistance, and those who are not (Grable & Joo 
1999:14). For example, if a person’s attitude or social group (friends, family and 
colleagues) are found to influence individuals’ intentions, or the individual’s behaviour 
towards help-seeking, this information could help in developing methods to encourage 
those who are already willing to seek financial help, to find the appropriate financial 
assistance. This could also assist in developing ways to improve an awareness of the 
benefit of working with a financial planning professional for those who are still reluctant 
to seek financial planning assistance (Grable & Joo 1999:14). 
 
Assuming that personal finance behaviours are understood within the scope of research 
in other fields such as sociology, physiology and psychology, it is safe to assume that a 
number of elements might affect an individual’s help-seeking behaviour or intention to 
seek help. Factors such as attitude, awareness, family financial norms, financial self-
efficacy, trust and perceived rewards may influence help-seeking behaviour. As 
previously noted, little research has been conducted on personal finance and help-seeking 
behaviour and therefore, more research is needed in order to determine how these factors 
affect the intention of individuals to seek financial planning assistance.   
 
2.11  SUMMARY OF THE CHAPTER 
 
The aim of this chapter was to provide an in-depth literature review on the financial 
planning profession. Financial planning can be traced back to the 1970s and has evolved 
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significantly since its inception to become the profession that it is today. Financial 
planning is a process and not a once-off event of a sale of a product, it follows a six step 
process using appropriate strategies to achieve a clients’ short term and long term goals; 
and it involves different components that include retirement planning, investment 
planning, estate planning, risk planning and tax planning. Financial planners are there to 
facilitate this process and have the fiduciary responsibility to act in the best interest of the 
client at all times, they should have the necessary competencies and knowledge to 
perform their duties and should ensure that they continuously develop themselves in terms 
of the changes in the financial products and services they have to offer, in global and 
national trends that take place in the financial industry, in order to educate and assist the 
client in making an informed decision. 
 
The South African black middle class has been growing and its growth presents pitfalls 
ranging from being under-insured for death, disability and dread disease; their salaries 
spent on paying of debt, with only a small percentage being in a position to retire 
comfortably, and having one of the worst savings rate in the world. For these reasons the 
need for effective financial planning grows and it is up to the industry to ensure that 
clients are equipped with the right financial knowledge and understanding, create 
awareness of the importance and benefits of making use of financial planning advice in 
order to ensure that clients are able to survive through fluctuating economic events and 
bring about an effective shift in consumer financial literacy. 
 
In order to attempt to change the misconception that financial planning is for the wealthy, 
and to cater for the under-served black middle class, it is important to understand the 
factors that contribute to this misplaced perception of the black middle market and their 
intention to seek financial planning assistance.  
 
Factors that influence the middle income black professional’s intention to seek financial 
planning assistance were discussed. The theory of planned behaviour predicts behavioural 
intention, which mediates the relationship between attitudes, subjective norms, perceived 
behavioural control, and actual behaviour. 
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Individuals tend to be sceptical of seeking financial assistance because they have a fear 
of misunderstanding the complex financial products and services offered by the financial 
planners.  Raising awareness would therefore help individuals develop a more positive 
attitude towards financial planning. A positive attitude puts an individual in a better 
position to effectively manage their finances. Financial attitude exerts a healthy financial 
behaviour. Individuals need to develop an optimistic attitude towards their finances, and 
this will shift them in the right direction of seeking professional financial advice. 
 
Most of the black middle class professionals only seek financial assistance from informal 
sources, such as family and friends as they naturally see these sources as reliable. Trust 
is one of the reasons individuals in the black middle class avoid financial planning 
assistance. Financial planners must first establish a professional relationship with their 
more affluent clients in order to get referrals and retain clients. It is therefore important 
they do the same thing with their more non-affluent client in order to build a trust 
relationship. The introduction of legislations such as FAIS and TCF, which protect 
consumers of the financial services industry, has improved the level of consumers’ trust 
towards their financial planners.   
 
Individuals with an excessive sense of financial self-efficacy have been found to have a 
better capability of managing their finances and they know when to seek financial 
assistance. It is therefore rational to foresee a link between financial self-efficacy and the 
likelihood of pursuing financial planning assistance.  
 
There are different important components to financial planning, including retirement 
planning, estate planning and risk planning just to mention a few. The basis of all these 
components are found in budgeting, managing debt, and adopting a savings culture. The 
use of financial planning ensures that an individual looks at financial planning from a 
holistic point of view by establishing a financial plan that considers all goals and 
objectives, a plan that can be monitored and reviewed. These perceived rewards increase 
the chances of individuals seeking financial planning assistance. 
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CHAPTER 3 
RESEARCH DESIGN AND METHODOLOGY 
 
3.1 INTRODUCTION 
 
The previous chapter provided a literature review on the nature of financial planning, the 
role of the financial planner, the six steps of the financial planning process, the importance 
of financial planning, benefits of financial planning, the current trends in the financial 
planning industry, and financial planning and the middle income black professionals. 
Chapter 2 also provided a discussion on financial planning assistance and the factors that 
influence the intention to seek financial planning assistance. Chapters 2 concluded the 
literature review. The secondary objective of the study mentioned that an empirical 
investigation will be conducted. To achieve this objective, an empirical investigation will 
be conducted on the factors that influence the intention to seek financial planning 
assistance of the middle income black professionals in the Eastern Cape Province. 
Therefore, this chapter will explain the research design and methodology adopted for this 
study namely, how the data will be collected and analysed for the study. 
 
This chapter will highlight the research paradigm and research methodology adopted for 
this study. This chapter will also set out the methods utilised for the purpose of data 
collection for the secondary and primary data as well as how the target population and 
sample of the study have been chosen. Furthermore, the theoretical framework will also 
be discussed and how the hypotheses will be tested. Lastly, the chapter will highlight how 
the primary data will be analysed for this study. 
 
3.2 RESEARCH DESIGN  
 
According to De Vaus (2001) research designs refers to the overall strategy that a 
researcher uses to combine different elements of a study in a sensible format that will 
effectively talk to the research problem; it sets out the collection of the data, the measuring 
instrument used, and the analysis of data to ensure that the research gathered answers the 
researchers questions. Johnson and Christensen (2010:31) identify three types of research 
approaches: qualitative research, quantitative research, and mixed method research. 
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According to Creswell (2013:03), qualitative research is an approach of exploring and 
understanding the meaning that people ascribe to social or human problems. This kind of 
research is based on the interpretation of the meaning of data without having to depend 
on numerical values; quantitative research tests objective theories by examining the 
relationship among variables. These variables can then be measured so that numerical 
data can be analysed using statistical procedures. Mixed method research uses both 
quantitative and qualitative data, integrating the two forms of data collection; it also uses 
certain distinct designs involving philosophical assumptions and theoretical frameworks. 
The main assumption of the mixed method research is that the combination of the 
quantitative and qualitative research provides a more complete understanding of the 
research problem as compared to either of the two alone (Johnson & Christensen 
2013:31). 
 
Given the nature of the problem statement and the research objectives in question, the 
quantitative approach seems the most appropriate one to study the opinions of 
respondents about how the identified factors impact their intention to engage in financial 
planning. The model in Figure 4.3 shows the relationship between the various 
independent variables and dependent variables. The quantitative approach requires the 
use of a large sample, so that the findings from the representative sample can be taken to 
be true for the entire population, and so that the envisioned statistical analysis may be 
undertaken. 
 
3.3 RESEARCH PARADIGM  
 
Johnson and Christensen (2010:31) defined a research paradigm as a perspective on 
research held by a community of researchers that is based on a set of shared assumptions, 
concepts, values, and practices. According to Jakobsen (2013), there are two main 
scientific traditions from which students can choose: the positivist, and the interpretivist 
or constructivist approaches, which students can decide on for research methodology. 
 
Positivism generally refers to the philosophical position that emphasises empirical data; 
it is a scientific method for which quantitative data is the norm. It suggests that the world 
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consists of regularities, and that these are detectable. The researcher can thus discover 
knowledge about the real world by observing it. 
 
Interpretivism is more concerned with the emotions of the participants, and so is 
subjective in nature; it goes against the objectivity of positivism, which distances itself 
from its participants. The interpretivist approach, by contrast, relies heavily on naturalistic 
methods such as interviewing, observation, and analysing existing data (Cicourel 1964). 
 
The positivist paradigm will be used for the purposes of this research in order to achieve 
objectivity, because of the nature of the data that is to be collected, measured, and 
analysed. 
 
3.4 QUANTITATIVE TESTING AND ANALYSIS  
 
Given that this study made use of a positivistic research paradigm, the following section 
elaborates on the quantitative research methods that were used in this study. 
 
3.4.1 POPULATION   
 
A population for research is the entire group of individuals sharing different traits that a 
researcher wants to study (Bachman & Schutt 2008). The population of this study will be 
middle income black professionals in the Eastern Cape region. Most researchers cannot 
study the whole population of individuals, so a sample of that particular population is 
usually obtained. According to Montello and Sutton (2006:138), sampling is a way of 
choosing particular members of the population for the proposed study. The target sample 
of this research is the middle income black professionals in the Eastern Cape Region these 
include teachers, nurses, administrative workers, office based municipal workers (but not 
laboures), employees in the private sector, such as those working in banks and retail 
supervisors. 
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3.4.2 SAMPLING METHODS 
 
According to Shuttleworth (2009) sampling refers to the plan of taking a prototypical 
section of an entire population for the proposed study. The target sample of this study is 
the middle income black professionals in the Eastern Cape Region. The researchers used 
a sample of 300 respondents in the Eastern Cape. According to Wrenn, Stevens and 
Loudon (2007:181) two sampling methods are used in research, namely the probability 
sampling and the non-probability sampling. 
 
Probability sampling refers to the scenario where the entire chosen population has a 
chance of being selected as part of the sample (Riley 2000:76). According to (Thompson 
2012:8) researchers use different probability sampling methods including simple random 
sampling, stratified sampling, systematic sampling, cluster sampling and multistage 
sampling. 
 
According to Singh and Mangat (2013:30) simple random sampling is when every unit 
in a sample of a targeted population has the same probability of being chosen. The main 
advantage of the simple random sampling method is the simplicity of using it. Stratified 
sampling groups the population on different basis such as geographical location, sex, 
gender, age etc. known as strata, the groups are then randomly selected into subsamples 
or stratified to represent the entire population (Thompson 2012:141). Systematic 
sampling involves selecting an Nth member of the targeted research population with a 
specified population and sample size. Non-probability sampling involves the selection of 
units that are more appropriate to the study. Non-probability sampling methods include 
judgement sampling, quota sampling, snowball sampling and convenience sampling 
(Riley 2000:76; Schwester 2015:167).  
 
In judgement sampling the researcher selects respondents that pose certain features based 
on the researchers’ knowledge of the targeted sample. In Snowball sampling the 
researcher targets a specific group and uses those respondents to get more research 
respondents, who also then refer more respondents (Vogt 1999). Quota sampling involves 
dividing the targeted population into groups, like stratified sampling the groups are 
further divided and based on the researchers’ judgement the researcher selects quotas for 
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each subsample (Wrenn et al. 2007:185). Convenience and snowball sampling was used 
for the purpose of this research as individuals from the middle income black professionals 
in the Eastern Cape where readily available. Convenience sampling is a non-probability 
sampling method, where the population elements are selected on the basis of their 
availability, because they volunteered, or because it is the researcher’s personal judgment 
that they are representative of the population under investigation (Kish 1965).  
  
3.5 DATA COLLECTION  
 
This study has made use of secondary data and primary data in order to answer the 
research questions. Secondary data refers to existing publications that has already been 
studied; this data set is usually collected by government institutions, research institutions, 
and agencies, and made available in large volumes to emerging researchers (Vartanian 
2011:3). It gives the researcher an abundant amount of information to look through and 
assist in answering their research questions, and it is still the most cost effective way on 
gathering information as well as less time consuming (Vartanian 2011:13; Blaikie 
2003:18). The researcher also has to keep in mind that secondary data may be answering 
research questions that do not relate to other studies and the data may also be outdated to 
be used in current studies, and therefore the researcher has to be mindful of the secondary 
data they use to answer their research questions (Vartanian 2011:16). 
 
The secondary data for this research has been collected using both international and 
national data sources, using the Nelson Mandela University online library, as well as 
books and journals from reputable authors, and reliable internet sources through the 
Google books and scholar search. The secondary data has assisted in writing up the 
literature review relating to the factors that influence the middle income black 
professionals’ intension to seek financial planning assistance.  
 
On the other hand, with primary data, the research is at the frontline of data collection. 
With methods ranging from distributing questionnaires, focus groups, face to face 
interviews and more; primary data collection is specific to the researchers’ research 
questions. In collecting primary data the respondent should give consent, there should be 
no compensation to avoid being bias, and the respondent should be informed on what the 
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research is about and how the results are going to be used (Kara 2013; Vartanian 2011:16; 
Reviere 2013:16). For the purpose of this research, primary data on the factors that 
influence the middle income black professionals’ intention to seek financial planning 
assistance which include awareness, attitude, family financial norms, financial self-
efficacy, trust and perceived rewards will be collected in the empirical investigation of 
the study. The collection of primary data requires the researcher to first decide on the 
appropriate target population, sampling techniques, measuring instruments and data 
analysis techniques to be used.  
 
3.5.1 MEASURING INSTRUMENT 
 
The measuring instrument consisted of a 5-point likert scale where 1 represents strongly 
disagree, 2 disagree a little, 3 neutral, 4 agree a little, 5 strongly agree. This will measure 
the perceptions of the middle income black professionals more effectively. According to 
Devellis (1991) reliability is affected by the number of the questions in creating a survey 
using a likert scale. A likert scale normally uses a minimum of five to a maximum seven 
points to increase the variance that is important in assessing the correlation amongst the 
questionnaire items (Lissitz and Green 1975). The questionnaires that have been used in 
this study consist of a five point likert scale. Like in most surveys the validity of a likert 
scale can be comprised due to social desirability because individuals may misrepresent in 
order to be seen in a better light (McLeod 2008). According to (Paulhus 1984) individuals 
were found to succumb to social desirability bias when asked to disclose their personal 
information such as names and contact details in self-administered questionnaires, 
therefore to reduce social pressure and enhance validity the research offered anonymity.  
 
The measurement instrument was divided into two sections. Section A requested 
biographical details of the respondents, namely gender, age, race, marital status, 
education level and personal income. Section B consisted of 42 items relating to the 
factors under investigation in this study as explained in the literature review. 
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3.5.2 QUALIFYING QUESTION 
 
Designing a questionnaire differs depending on whether the researcher wishes to conduct 
a qualitative research with the aim of generating new hypotheses or quantitative research 
with the aim of testing previously generated hypotheses (Crawford 1990). 
 
As it has been previously mentioned, due to the nature of the study a quantitative research 
has been seen to be more appropriate, therefore closed ended questions will be formulated 
in order to formulate a questionnaire that will be easy to respond to by the respondents. 
The questionnaire presented 42 items that have been formulated for the distribution to the 
target group. 
 
3.5.3 SCALE DEVELOPMENT 
 
A Likert scale was used and line items were formulated in the creation of a questionnaire 
to be distributed to the research target population group, the line items formulated were 
formulated based on various existing research authors. The line items consisted of: factors 
that influence the middle income black professionals’ intention to seek financial planning 
assistance, following a five point Likert scale, close questions were used to measure 
awareness, attitude, family financial norms, financial self-efficacy, trust and Perceived 
rewards, and their influence on the intention of the middle income black professional to 
seek out financial planning assistance. A questionnaire was distributed a sample of 300 
middle income black professional in the Eastern Cape with the factors as defined in Table 
3.1 in relation to the study.  
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TABLE 3.1: OPERATIONAL DEFINITIONS 
 
Variable Definition 
Awareness 
Means knowing that using financial planning can help one 
achieve a sense of financial freedom knowing that different 
aspects of one’s life are taken care off; these range from risk 
planning, investment planning, and estate planning, to the 
fundamentals of budgeting. 
Attitude 
Refers to the way individuals of the public perceive financial 
planning, be it believing it is the right thing to do, believing 
they are just cheated by financial planners and believing it’s 
reserved only for the wealthy. 
Family financial 
norms 
Refers to individuals being influenced by subjective 
financial advice that they receive from their family and 
friends, or to basically make drastic financial decisions such 
as taking out a life policy based on the people that have 
previously bought into the same product.  
Financial self-efficacy 
Refers to the ability of an individual being able to manage 
their finances effectively and is linked to the individuals’ 
financial literacy. 
Trust 
Refers to an individuals’ willingness to disclose everything 
to a financial planner in order to be assisted in making a fully 
informed financial decision. 
Perceived rewards 
In this study Perceived rewards talks to the benefit an 
individual expects when deciding on seeking financial 
planning assistance such as getting a return on an investment, 
keeping up to date with market fluctuations.  
Intention to seek 
financial planning 
assistance  
Refers to an individuals’ intent or plan to meet with a 
financial planner, it may be to get assistance in the purchase 
of a financial product or service or setting up of a monthly 
budgeting.  
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The questionnaire seeks to empirically investigate the below mentioned variables as 
shown in figure 3.1. 
 
FIGURE 3.1: PROPOSED THEORETICAL FRAMEWORK 
 
 
(Source: Antoni & Matchaba-Hove 2016; Zeka, Goliath, Antoni & Lillah 2016) 
 
The following directional hypotheses have been formulated to test the 
relationships proposed in the theoretical framework depicted in Figure 3.1 
 
H1: There is a significant relationship between Attitude towards financial 
planning and Intention to seek financial planning assistance. 
H2: There is a relationship between Awareness and the middle income black    
professional’s Intention to use financial planning assistance. 
H3: There is a significant relationship between Family financial norms and 
Intention to seek financial planning assistance.  
H4: There is a significant relationship between Financial self-efficacy and 
Intention to seek financial planning assistance. 
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H5: There is a significant relationship between Trust and Intention to seek 
financial planning assistance. 
H6: There is a significant relationship between Perceived rewards and 
Intention to seek financial planning assistance. 
 
3.6 ADMINISTRATION OF QUESTIONNAIRE 
 
Researchers use different methods to reach their target sample for the distribution of 
questionnaires in a quantitative study, they may use a postal system, email and face to 
face and this makes it important to have a clear cover letter to give the respondent insight 
of the research (Burns and Grove 1993). Posting and emailing questionnaires means that 
the researcher has no contact with researcher and the response rate might be either high 
or even low, these two methods have a low cost and might help with social desirability 
unlike like face-to-face and telephonic interviews were the researcher has to build trust 
with the respondents and make the promise of confidentiality and anonymity to ensure 
honest response (Patten 2016:1-5). 
  
To maintain trust and avoid respondents being bias, the respondents will be informed that 
participation in the research is voluntary and that there is no need to disclose any personal 
information that will lead to the identification of the respondent; they will also be 
informed that the results will strictly be used for statistical purpose and thereafter 
destroyed. The questionnaires will be distributed to 300 respondents who meet the 
study’s’ definition of a black middle class professional in the Eastern Cape region and the 
collected data will then be entered onto an Excel spread sheet in order to be quantified 
and analysed.  300 completed questionnaires were collected from the respondents and 
data was entered onto an Excel spread-sheet. 
 
3.7 MISSING DATA 
 
Distributing questionnaires for research purpose maybe be cost effective and not consume 
much time, but humane error is something that the researcher cannot escape. This may 
range from a respondent forgetting to tick something, not feeling comfortable to answer 
a certain question, change their mind after having ticked a different box. This makes it 
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very important for data to be cleaned; meaning errors must be checked after primary data 
has been collected. The process used to filter out unwanted errors from primary data is 
referred to as data cleaning (Chapman 2005:1). Missing data is the common occurrence 
in primary data collection; this is an important concept to understand as mismanaged data 
may result in irrational conclusions or inferences about the data (Statistic Solutions 2017). 
Graham (2012:47) identifies several ways of resolving missing data problems including 
complete cases analysis, pairwise deletion, mean substitution and regression based single 
imputation. According to Hair, Black, Babin & Anderson  (2010:63), where the amount 
of missing data is fairly low the mean substitution approach has been commonly used, 
which is the replacing of the missing data with the mean value of other valid responses 
from the questionnaire line items. For the purpose of this study, mean substitution will be 
used to resolve issues of missing data. The mean value of the completed line items will 
be used to substitute the missing data. It is only after the data has been cleaned will it be 
analysed. The analysis will be inclusive of validity and reliability testing of the primary 
data, calculating descriptive statistics and multiple regression analysis.  
 
3.8 DATA ANALYSIS 
 
The focus of the study is to measure the influence of certain factors on the middle income 
black professional’s perceptions of engagement in financial planning. The Likert-scale 
uses fixed-choice response formats, and is designed to measure attitudes or opinions. 
Each of the responses on a scale is assigned a value and is calculated to yield a single 
summative amount (Bowling 1997; Burns & Grove 2007). According to Ary, Jacobs and 
Sorensen (2010:11), Likert scale items can be analysed as an interval measurement scale. 
The researchers will therefore make use of descriptive statistics, such as mean and 
standard deviation, to analyse the central tendency and variability of the data collected. 
Additional data analysis methods appropriate to interval scale items, such as Pearson’s 
correlation and multiple regression analysis, will be used to determine the influence of 
certain factors on the middle income black professionals’ perceptions and their intention 
to engage in financial planning. Averages will be used to analyse the perception of the 
middle income black professional. The researchers will use Microsoft Excel and Statistica 
12. 
  
 61 
 
3.8.1 VALIDITY AND RELIABILITY  
 
Validity and reliability represent two problems with measurements (Osborne 2008). 
Validity is the extent or degree to which an instrument measures what it is supposed to 
measure and performs as it is designed to perform; McMillan (2000:19) mentions 
different types of validity, namely, content validity, construct and criterion validity. This 
study will test for content and construct validity – that is, the appropriateness of the scale 
items; it looks at whether the measures accurately assess what the researcher wants to 
know. This study will also test for construct validity. An exploratory factor analysis 
(EFA) is used to determine whether all items relating to the independent variables of the 
study has been measured and whether the intended result is achieved by the researcher 
(Leedy 1997:32). This will be done individually on each of the categories of independent 
variables, namely, awareness, attitude, family financial norms, financial self-efficacy, 
trust and Perceived rewards. Factor analysis is performed when the researcher has a set 
of variables and suspects that these variables are interrelated in a complex way. The level 
of interrelatedness may vary significantly and the researchers will discriminate in favour 
of variables that that show an interrelatedness factor of at least 65% according to a 
weighted scale to measure the levels of interrelatedness of the variables under scrutiny. 
Items that load on the factors will be used to rename the factors and to develop a primary 
framework. The data relating to the factors identified from the factor analysis will be 
summarised by means of descriptive statistics.  
 
Reliability can be seen as the probability that the measurement instrument will adequately 
perform the specified function within a defined time and condition (Lazzaroni 2011:7). 
Lee (1999) adds that reliability is the uniformity in measuring the factors being studied 
by using the same procedure and the ability of the research to produce the same results if 
repeated. According to Baumgarten (2012:3) and Black (1999) reliability consists of 
internal reliability which refers to uniformity of research indicators that have been 
expressed as a value and the correlation between them, as well as external reliability 
which indicate to whether the results of a study can be used can be used beyond the 
researchers’ context. For the purpose of this study, Cronbach’s Alpha coefficient will be 
used. This is a measure of internal consistency reliability, and is useful for understanding 
the extent to which the ratings from scale items can be added together to measure a 
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common dimension (Crocker & Algina 1986). For reliability the Coefficient Alpha is 
used to estimate the multiple-items scale’s (Zikmund, Babin, Carr & Griffin 2010:307). 
This means that factors with alpha of 0.70 will be accepted as reliable. 
 
3.8.2 DESCRIPTIVE ANALYSIS 
 
Statistics is used in quantitative research in the collection, analysis and graphical 
representation of quantitative data or numerical data (Kumar & Chaudhary 2010:1). 
According to Holcomb (2016) descriptive statistics is used to assemble and summarize 
large volumes of data in order to give ease of interpretation. The collected data is then 
organised into a much more understandable format such as frequency tables to graphical 
representation (Wetcher-Hendricks 2011:34). Descriptive statistics will be used to 
analyse the two sections of the questionnaire, Section A containing the demographic data 
of the respondents, and Section B containing scale items on the dependent and 
independent variables of the study. To analyse the demographic data of the respondents 
the research will use measures of central tendency and measures of dispersion. 
 
Measures of central tendency are used to simplify large amounts of data into a single 
value, normally an average value (Laerd Statistics 2013). Measures of central tendency 
aim to compress data into a one value and to simplify the comparison of various collected 
data (Ott & Longnecker 2008:78). There are three measures of central tendency: the 
mean, mode and the median. The mean is a summation of all the data divided by their 
number, it can be used for both ratio scales and interval scales for grouped data (Lee, Lee 
& Lee 2000:92). The mode is the most frequently occurring value from the observation; 
it can be used throughout all measuring scales. The median is the mid value when the data 
is arranged in ascending order and can also be calculated for both ratio and ordinal scale 
(Lee et al. 2000:94; Ott & Longnecker 2008:79). Likert scale is usual associated with 
ordinal scale, but according to Dawes (2008:67) for ordinal scale containing from five to 
seven point format is presumed to be treating the data as if they were of interval quality. 
In addition Blaikie (2003:1217) has observed that it has become an unset rule to presume 
that likert scale categories constitute interval scale measurement. Therefore, the mean 
value will be used to summarise the demographic data of the respondents as well as the 
mean value of each response of the independent variables of the study. 
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Measures of dispersion are linked to the measures of central tendency, they show how 
spread out is the data around the mean, the mode and the median (Francis 2004:134). The 
measures of dispersion give out small figures for a clustered data and larger figures for 
scattered data. These measures of dispersion include the range, variance and standard 
deviation (Viljoen & Van der Merwe 2000:27). The range is the difference of the highest 
value and the lowest value in the collected data set, because the range is only calculated 
between two values it does not reflect the most variable dispersion and becomes even less 
reliable for a larger data collection (Viljoen & Van der Merwe 2000:27; Ott & 
Longnecker 2008:86). The variance and standard deviation are the most variable 
measures of dispersion because unlike the range they take into account all the values in 
the collected data set. The variance is the average of the squared difference from the mean 
and the standard deviation is the positive square root of the variance, it is only calculated 
for ratio and interval scales (Viljoen & Van der Merwe 2000:32; Ott & Longnecker 
2008:92; Collis & Hussey 2009:244). Standard deviation will be calculated to interpret 
section A and section B of the questionnaire.  
 
3.8.3 MULTIPLE REGRESSION ANALYSIS 
 
Conducting research on the entire population may prove to be time consuming and maybe 
costly, to make things simpler it might be better to choose a target sample that will 
represent the entire population. The aim is that when certain questions are answered about 
this small sample they can be applicable the entire population. This concept is referred to 
as inferential statistics and will be used in this study to analyse the primary data collected 
from the target sample and make inferences about the entire population (Mendenhall, 
Beaver & Beaver 2012:4; Asadoorian & Kantarelis 2005:3). The study will make use of 
the Pearson Correlation to indicate the correlation of the each independent variable to the 
dependent variable. 
 
Pearson’s Correlation is calculated to find the degree of correlation between the 
independent and dependent variable in an interval or ration scale (David & Sutton 
2004:303). Correlation refers to the degree of association between variables in an interval 
or ratio scale, correlation analysis involves the calculation of the Pearson’s Correlation 
Coefficient. The value of the correlation coefficient will vary between -1.00 and +1.00 
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which reflects the direction and strength of the variable relationship (David & Sutton 
2004:300; Zikmund et al. 2010:559). Pearson Correlation Coefficient will be used to 
calculate the correlation between the variables in this study.  
 
Regression analysis is used to measure the relation between two or more variables in 
quantitative data, the dependent and independent variable. Two types of regression 
analysis exist: the simple regression analysis which shows linear relation between one 
dependent variable and one independent variable, and the multiple regression analysis 
which shows a relation between two or more independent variables (Gaurav 2011:3; Wiid 
& Diggines 2013:304). Multiple regressions analysis helps to determine the all-inclusive 
eligibility of the theoretical framework and the comparative contribution of each of the 
independent variables (Laerd 2013).  In this study, multiple regression analysis will be 
calculated to assess the influence of the independent variables (Awareness, attitude, 
financial self-efficacy, family financial norms, trust and Perceived rewards) on the 
dependent variable (Intention to seek financial planning assistance). 
 
3.9 SUMMARY OF CHAPTER   
  
This chapter has discussed the possible research paradigms that can be used for the study, 
which are the positivistic and interpretivist paradigms. Due to the nature of the data to be 
collected, measured and analysed the positivist paradigm will be used for the purpose of 
this research in order to achieve objectivity. Given the nature of the problem statement 
and the research objectives in question, the quantitative approach will be used to study 
the opinions of respondents with regards to the identified variables. The target population 
of this study is the middle income black professionals in the Eastern Cape region these 
include teachers, nurses, administrative workers, office based municipal workers (but not 
laboures), employees in the private sector, such as those working in banks and retail 
supervisors. The chosen sampling method was the convenient sampling. 
 
The proposed theoretical framework highlighted the independent variables (Attitude, 
Awareness, Family financial norms, Financial self-efficacy, Trust and Perceived 
rewards) and dependent variable (Intention to seek financial planning assistance) for 
which hypothesised relationships will be statistically tested. Validity will be assessed 
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using content validity and an EFA while reliability will be assessed using Cronbach’s 
alpha. Descriptive analysis will also be used to summarise demographical data of the 
respondents and to measure the average responses. Pearson Correlation will be used to 
determine the correlation between the independent and dependent variables. The multiple 
regression analysis will be used to test the hypotheses for the study. Chapter 4 will present 
the findings from the empirical investigation  
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CHAPTER 4 
EMPIRICAL RESULTS OF THE STUDY  
 
4.1 INTRODUCTION 
 
The primary objective of this study presented in Chapter 1 was to investigate the factors 
influencing middle income black professionals’ intention to seek financial planning 
assistance. In Chapter 3, a detailed description of the research methodology adopted in 
this study was provided.  
  
The process of administering the questionnaires as well as the method used to deal with 
missing data was explained. The methods used to assess the validity and reliability of the 
measuring instrument were also described and discussed. The statistical techniques used 
to analyse the empirical data were also described. These included descriptive statistics, 
Pearson’s product moment correlations, and regression analyses. 
 
In Chapter 4, the empirical results of these various statistical analyses will be presented 
and discussed. A summary of the demographic information relating to the respondents 
will be presented, followed by the findings that relate to the validity and reliability of the 
measuring instrument. Based on the unexpected findings, revised operational definitions 
are formulated.  
 
Thereafter, to find the correlation between the dependent and independent variables the 
Pearson Product-Moment Correlation was calculated. Lastly, the results of the multiple 
regression analysis will be presented.  
 
4.2 RESPONSE RATE AND QUALIFYING QUESTIONS 
 
There were 300 questionnaires distributed to target population, namely middle income 
black professionals in the Eastern Cape Province of South Africa. Of the 300 
questionnaires, 271 usable questionnaires were returned. This means there was a 90 
percent response rate. All the usable questionnaires were then captured onto an Excel 
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spreadsheet for analysis using the Statistica Software. Table 4.1. Illustrate the response 
rate of the study. 
 
TABLE 4.1: RESPONSE RATE 
 
 Number of respondents 
Number of questionnaires distributed   300 
Number of questionnaires returned 271 
Number of usable questionnaires 271 
Response rate  90% 
(Source: Researcher’s own construction) 
 
4.3  DEMOGRAPHIC INFORMATION  
 
In this section, the demographic information of the respondents of the study as requested 
by Section A of the questionnaire is summarised in Table 4.2. The demographic data 
collected included gender, age, home language, level of education, marital status and 
personal income level. 
 
TABLE 4.2: BIOGRAPHICAL DATA OF THE RESPONDENTS 
 
Gender Frequency Percentage 
Male 119 43,91% 
Female 152 56,09% 
Total 271 100% 
Age Frequency Percentage 
20-29 119 43,91% 
30-39 85 31,37% 
40-49 51 18,82% 
50-59 13 4,80% 
60+ 3 1,11% 
Total 271 100% 
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TABLE 4.2: BIOGRAPHICAL DATA OF THE RESPONDENTS 
 
Home language  Frequency Percentage 
English 13 4,80% 
Xhosa 243 89,67% 
Afrikaans 1 0,37% 
Zulu 11 4,06% 
Other 3 1,17% 
Total 271 100% 
Level of education Frequency Percentage 
<Matric 4 1,48% 
Matric 34 12,55% 
National Certificate 15 5,54% 
Diploma 94 34,69% 
Bachelor’s Degree 102 37,64% 
Honours/Postgraduate Diploma 19 7,01% 
Masters 2 0,74% 
Doctorate(PhD) 0 - 
Blank 1 0,37% 
Total 271 100% 
Marital status Frequency Percentage 
Never married 181 66,79% 
Not married but living with partner  14 5,17% 
Married 6 2,21% 
Separated/Divorced 6 2,21% 
Widowed 4 1,48% 
Total 271 100% 
Number of years employed Frequency Percentage 
0 – 10 171 63,10% 
11 – 20 39 14,39% 
21 – 30 11 4,06% 
39 – 40 5 1,85% 
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TABLE 4.2: BIOGRAPHICAL DATA OF THE RESPONDENTS 
 
Blank 45 16,61% 
Total 271 100% 
Personal income Frequency Percentage 
R0 - R10 000 62 22,88% 
R10 001 – R20 000 99 36,53% 
R20 001 – R30 000 63 23,25% 
R30 001 – R40 000 26 9,95% 
More than R40 000 8 2,95% 
Not willing to say 11 0,74% 
Blank 2 0,74% 
Total  271 100% 
(Source: Calculated from the biographical data) 
 
The results in Table 4.2 show that the majority of the respondents were females (56.09%) 
and 43.91 percent of the respondents were males. Most of the respondents were between 
the ages of 20 to 29 years (43.91%), with 31.37 percent of the respondents between the 
ages of 30 to 39 years and only three were 60 or above (1.11%). Most of the respondents 
were Xhosa speaking individuals (89.67%).  In terms of educational levels, 37.64 percent 
respondents had a bachelor’s degree, 34.69 percent had a diploma, 12.55 percent had 
matric certificates with only four with no matric (1.48%), and less than 10 percent of the 
respondents had a postgraduate degree (7.01% had either an honours or postgraduate 
diploma and only two (0.74%) with master ’s degree. The majority of respondents were 
never married (66.79%), as opposed to 24.35 percent of the respondents who were 
married and 5.17 percent that were not married but lived with a partner. In terms of 
personal income level, 99 respondents (36.53%) had an income level between R10 001 
and R20 000, 63 respondents (23.25%) had an income level of between R20 001 and R30 
000, 62 respondents (22.88%) had an income level of between R0 and R10 000 and with 
only eight respondents earning forty thousand or above (4.06%). 
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TABLE 4.3.: RESPONDENTS PROFESSIONS AND USE OF A FINANCIAL 
PLANNER 
 
Professions Frequency Percentage 
Clerk 14 5,17% 
Doctor 15 5,54% 
Teacher 34 12,55% 
Nurse 19 7,01% 
Lawyer 23 8,49% 
Banker 27 9,96% 
SAPS 13 4,80% 
Social Worker 10 3,69% 
Other 116 42,80% 
   
Total 271 100% 
Respondents with financial planner Frequency Percentage 
Yes 63 23,25% 
No 208 76,75% 
Total  271 100% 
Number of years consulting with a 
financial planner 
Frequency Percentage 
0-4 246 90.77% 
5 – 8 19 7,01% 
9 – 15 6 2.21% 
Total 271 100% 
(Source: Calculated from the biographical data) 
 
Table 4.3. illustrates that there respondents belonged to a variety of profession that was 
then termed ‘other’ (36.16%) with dominance of the following professions: teachers 
12.55 percent, bankers 9.96 percent, lawyers 8.49 percent, nurses 7.01 percent, clerks 
from municipal offices at 5.17 percent, new qualified doctors 5.54 percent, South African 
Police Services (SAPS) 4.80 percent and social workers 3.69 percent. Of the 271 
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respondents sixty three (23.25%) had consultant with a financial planner and a majority 
of respondents (76.75%) has never consultant with a financial planner before. 90.77 
percent respondents have consulted with a financial planner for between zero to four 
years, 7.01 percent between five and eight years and 2.21 percent between nine and 
fifteen. 
  
4.4  VALIDITY AND RELIABILITY  
 
According to Cooper and Schindler (2006:318) validity is the extent or degree to which 
an instrument measures what it is supposed to measure and performs as it is designed to 
perform. As mentioned in Chapter 4, the validity of the study will be measured using 
content and construct validity– that is, the appropriateness of the scale items; it looks at 
whether the measures accurately assess what the researcher wants to know. Content 
validity was used in this study with the consultation of experts in the field of personal 
financial planning to ensure that the dependent and independent variables measured what 
was intended, this allowed adjustment to be made before the final questionnaires were 
distributed to the respondents for the main study. 
 
To access construct validity an exploratory factor analysis (EFA) was used to determine 
whether all items relating to the independent variables of the study has been measured 
and whether the intended result is achieved by the researcher (Leedy 1997:32). This has 
been done for each individual independent variable namely, Awareness, Attitude, Family 
financial norms, Financial self-efficacy, Trust and Perceived rewards. A factor analysis 
is performed when the researcher has a set of variables and suspects that these variables 
are interrelated in a complex way. An EFA was performed to also identify the number of 
items that may load onto a factor as well as the number of items that may be hidden 
(Zikmund et al. 2010:593; Wiid & Diggines 2013:241). For the purpose of this study, 
factor loadings of 0.5 or more were considered acceptable, items that load on the factors 
were used to redefine the operational factors of the study. The data relating to the factors 
identified from the factor analysis was be summarised by means of descriptive statistics. 
Table 4.4 shows the results of the EFA for the independent variables of this study. 
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TABLE 4.4: FACTOR STRUCTURE 
 
Variable 
Factor Loadings  (Marked loadings are >,500000) 
Intention Financial 
self-
efficacy 
Attitude Family 
financial 
norms 
Awareness Perceived 
rewards 
Trust 
ATT1 0,234638 0,065939 0,508158 -0,150279 0,036632 0,272110 0,152208 
ATT2 -0,074409 0,226020 0,392599 0,179565 0,274514 0,260199 0,259063 
ATT3 0,215620 -0,048180 0,558756 0,149943 0,235198 0,335927 -0,037214 
ATT4 0,145515 -0,140475 0,712856 0,041728 0,157079 0,068932 -0,085686 
ATT5 0,375957 -0,141487 0,416294 0,150261 0,263179 0,445550 0,014338 
ATT6 0,079989 0,161259 0,591161 0,034415 0,428948 0,086831 0,156229 
AW1 0,286936 -0,068309 0,023872 0,003304 0,504377 0,204576 0,162801 
AW2 0,176197 0,106723 0,033715 0,009364 0,575973 0,284428 0,256109 
AW3 0,098879 0,220511 0,082203 -0,019125 0,329977 0,028355 0,546119 
AW4 0,101172 0,128747 -0,174597 0,130027 0,515050 -0,000454 0,396260 
AW5 -0,058158 0,191751 0,254081 0,082128 0,546243 -0,049750 0,132465 
AW6 0,243365 0,376028 -0,006013 -0,053759 0,486536 0,306382 0,193509 
FFN1 0,340257 0,282581 0,322513 0,075017 0,090152 -0,084059 -0,034551 
FFN2 -0,214777 0,139417 -0,031918 0,710658 0,114151 0,176243 0,094522 
FFN3 0,017275 0,043877 0,204661 0,737443 -0,055444 -0,013469 0,089652 
FFN4 0,160795 0,157484 -0,042238 0,612149 0,282340 -0,108649 0,012895 
FFN5 0,120865 0,219765 0,053049 0,648046 0,004136 -0,069702 -0,057670 
FFN6 0,289130 -0,106254 -0,059709 0,537893 -0,130060 0,230117 0,207038 
FSE1 0,344700 0,174812 -0,138280 0,015194 0,225761 0,388454 -0,219537 
FSE2 0,136592 0,545044 0,058989 -0,059301 0,118240 0,230070 0,031108 
FSE3 -0,055846 0,728179 0,157798 0,160912 -0,097960 0,046023 0,105037 
FSE4 0,236859 0,521625 -0,131279 0,215858 0,132003 0,253655 -0,182616 
FSE5 -0,157030 0,769502 -0,119718 0,149800 0,137894 -0,049191 0,008663 
FSE6 0,138182 0,219898 0,163137 -0,086894 0,116560 0,639626 0,001740 
INT1 0,539177 -0,112216 0,136565 0,193863 0,480603 0,043647 0,038045 
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TABLE 4.4: FACTOR STRUCTURE 
 
INT2 0,742977 0,032036 -0,135589 -0,046151 0,196309 0,144692 -0,008389 
INT3 0,666376 0,109072 0,104555 0,036114 0,285269 -0,054146 0,075494 
INT4 0,481373 -0,092797 0,180617 0,043061 0,230865 0,376965 -0,086273 
INT5 0,615669 -0,105650 0,154637 0,124184 0,229519 0,078769 0,154700 
INT6 0,554921 0,022643 0,020541 0,092041 0,046488 0,441646 -0,133914 
PR1 0,043089 -0,064406 0,210468 0,147592 0,342636 0,577596 -0,183863 
PR2 0,074040 0,130888 0,064505 -0,076770 0,030466 0,726412 0,002605 
PR3 -0,038243 -0,001760 0,192492 0,058448 0,391854 0,474309 -0,148576 
PR4 0,239153 0,143316 -0,010617 -0,064582 0,673700 0,260071 0,062897 
PR5 0,002076 -0,047771 0,343276 0,096712 0,302189 0,526211 -0,200772 
PR6 0,100572 0,336102 0,362397 -0,171322 0,361928 0,176911 -0,090337 
TRUST1 0,230559 0,011086 -0,084791 0,110016 -0,087065 0,166024 0,741966 
TRUST2 0,493008 0,074615 0,353809 0,030194 0,102964 0,309080 -0,147729 
TRUST3 0,100776 -0,082659 0,129456 0,084182 0,235432 0,103105 0,657660 
TRUST4 -0,055854 -0,052830 -0,015914 -0,003429 0,277362 0,042694 0,692849 
TRUST5 -0,060157 -0,047659 -0,083667 0,200230 0,112091 -0,040432 0,723709 
TRUST6 0,044647 0,080268 0,563594 0,037340 0,319639 -0,136493 0,068046 
Expl.Var 5,645877 2,565892 2,467195 2,576882 4,595912 2,540750 1,726730 
Prp.Totl 0,134426 0,061093 0,058743 0,061354 0,109426 0,060494 0,041113 
INT = Intention to seek financial planning assistance  
FSE = Financial self-efficacy  
ATT = Attitude  
FFN = Financial family norms  
AW = Awareness  
PR = Perceived rewards 
TRUST = Trust 
(Source: Calculated from the EFA results) 
 
Table 4.4. Above shows the items that met the 0.5 minimum requirement highlighted in 
bold texts and red colouring, items that did not meet the minimum requirements, thus less 
than 0.4 were then disregarded for the purposes of this research going forward. There 
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were 42 items that were intended to measure the intention of the black middle income 
professionals to seek financial planning assistance but only 33 items loaded. The next 
section presents a separate breakdown of each of the loaded variables.     
 
4.4.1  DEPENDENT VARIABLE  
 
Table 4.5. Below illustrates the validity and reliability of Intention to seek financial 
planning assistance. 
 
Table 4.5: VALIDITY AND RELIABILITY OF INTENTION TO SEEK 
FINANCIAL PLANNING ASSISTANCE 
 
 %Variance: 13% Cronbach alpha: ,732 
 
Items 
 
Statements 
Factor 
loading 
Itm-Totl 
Correl. 
Alpha if  
deleted 
INT6 
I intend on seeking financial planning 
assistance before purchasing any 
insurance policies. 
0,555 0,601 0,761 
INT5 
I intend on seeking financial planning 
assistance with setting up my budget. 
0,616 0,615 0,752 
INT3 
I intend on seeking financial planning 
assistance before I make any major 
financial decisions. 
0,666 0,601 0,748 
INT1 
I intend on seeking financial planning 
assistance with my managing my 
finances. 
0,539 0,648 0,711 
INT2 
I understand the importance of seeing a 
financial planner. 
0,743 0,648 0,701 
(Source: Calculated from the EFA results) 
 
There were six items intended to measure Intention to seek financial planning assistance 
but out of the six five were loaded together as expected, namely INT6, INT5, INT3, INT1 
and INT2 (see table 4.5.). Factor loadings of between 0.743 and 0.539 were reported for 
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this factor. Intention to seek financial planning assistance explained 13 percent of the 
variance in the data. A Cronbach’s alpha coefficient of 0.732 was reported for Intention 
to seek financial planning assistance. The scale measuring Intention to seek financial 
planning assistance was thus accepted as valid and reliable. 
 
4.4.2 INDEPENDENT VARIABLES  
 
The following tables summarises the factors that loaded for the independent variables of 
the study namely Attitude, Awareness, Family financial norms, Financial self-efficacy, 
Perceived rewards and Trust. 
 
4.4.2.1 Attitude 
 
Table 4.6. Below illustrates the validity and reliability of Attitude. 
 
 Table 4.6: SUMMARY OF EXPLORATORY FACTOR ANALYSIS OF 
ATTITUDE 
 
 %Variance: 6%   Cronbach alpha: ,744  
Items  
 
Statement  
Factor 
loading 
Itm-Totl 
Correl. 
Alpha if 
deleted 
ATT4 
I feel it is important to get professional 
advice on my finances. 
 
0,713 0,649 0,780 
ATT3 
Financial planning helps people effectively 
manage their finances. 
 
0,559 0,649 0,729 
ATT1 
Financial planning is not only for wealthy 
people. 
 
0,508 0,723 0,752 
ATT6 
I understand the value of consulting with a 
financial planner. 
 
0,591 0,649 0,741 
TRUST6 
I trust financial advisors that do not appear 
to be driven by earning commission. 
 
 
0,564 0,675 0,710 
(Source: Calculated from the EFA results) 
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There were six items intended to measure Attitude but out of the six four were loaded 
together as expected, namely ATT4, ATT3, ATT1 and ATT6. An additional item 
intended to measure Trust was also loaded namely TRUST6 (see table 4.6.). Factor 
loadings of between 0.713 and 0.508 were reported for this factor. Attitude explained 6 
percent of the variance in the data. A Cronbach’s alpha coefficient of 0.744 was reported 
for Attitude. The scale measuring Attitude was thus accepted as valid and reliable. 
 
4.4.2.2 Awareness 
 
Table 4.7 Below illustrates the validity and reliability of Awareness. 
 
Table 4.7: SUMMARY OF EXPLORATORY FACTOR ANALYSIS OF 
AWARENESS 
 
 % Variance: 11% Cronbach alpha: ,749 
Items 
 
Statement  
Factor 
loading 
Itm-Totl 
Correl. 
Alpha if 
deleted 
AW2 
Financial planning is about more than just 
selling insurance. 
 
0,576 0,610 0,761 
AW1 
Financial planners help people assume 
responsibility for their financial future. 
 
0,504 0,708 0,752 
AW5 
 
Adverts in the media have made me more 
aware about financial planning issues. 
 
 
0,546 0,736 0,756 
AW4 
I was introduced to financial planning at 
school. 
 
0,515 0,785 0,757 
PR4 
I seek financial planning assistance to ensure 
my financial plan takes into account 
changing economic conditions. 
 
 
0,674 0,833 0,757 
(Source: Calculated from the EFA results) 
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There were six items intended to measure Awareness but out of the six four were loaded 
together as expected, namely AW2, AW1, AW5 and AW4. An additional item intended 
to measure Perceived rewards was also loaded namely PR4 (see table 4.7). Factor 
loadings of between 0.674 and 0.504 were reported for this factor. Awareness explained 
11 percent of the variance in the data. A Cronbach’s alpha coefficient of 0.749 was 
reported for Awareness. The scale measuring Awareness was thus accepted as valid and 
reliable. 
 
4.4.2.3 Family financial norms 
 
Table 4.8. Below illustrates the validity and reliability of Family financial norms. 
 
Table 4.8: SUMMARY OF EXPLORATORY FACTOR ANALYSIS OF FAMILY 
FINANCIAL NORMS. 
 
 %Variance: 6% Cronbach alpha: ,868 
items 
 
statement 
Factor 
loading 
Itm-Totl 
Correl. 
Alpha if 
deleted 
FFN6 
I follow the financial advice I receive from my 
family, friends and colleagues. 
 
0,538 0,700 0,860 
FFN5 
My family and friends are easier to talk to 
about financial issues. 
 
0,648 0,715 0,858 
FFN4 
I trust financial products that have been used 
by my family and friends. 
 
0,612 0,730 0,856 
FFN2 
I learnt my financial skills from my family.  
0,711 0,745 0,755 
FFN3 
My family and friends are the first people I ask 
for financial advice. 
 
0,737 0,760 0,853 
(Source: Calculated from the EFA results) 
 
There were six items intended to measure Family financial norms but out of the six five 
were loaded together as expected, namely FFN6, FFN5, FFN4, FFN2 and FFN3 (see table 
4.8). Factor loadings of between 0.737 and 0.538 were reported for this factor. Family 
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financial norms explained 6 percent of the variance in the data. A Cronbach’s alpha 
coefficient of 0.868 was reported for Family financial norms. The scale measuring Family 
financial norms was thus accepted as valid and reliable. 
 
4.4.2.4 Financial self-efficacy 
 
Table 4.9. Below illustrates the validity and reliability of Financial self-efficacy. 
 
Table 4.9: SUMMARY OF EXPLORATORY FACTOR ANALYSIS OF 
FINANCIAL SELF-EFFICACY 
 
 %Variance: 6% Cronbach alpha: 0,702 
Items 
 
Statement  
Factor 
loading 
Itm-Totl 
Correl. 
Alpha if 
deleted 
FSE4 
I am comfortable being able sticking to my 
budget. 
 
0,522 0,601 0,705 
FSE5 I can manage my own finances well. 0,710 0,601 0,702 
FSE3 
I do not feel helpless in dealing with financial 
problems. 
 
0,728 0,601 0,734 
FSE2 
I am comfortable with making financial 
decisions. 
 
0,545 0,601 0,709 
(Source: Calculated from the EFA results) 
 
There were six items intended to measure Financial self-efficacy but out of the six four 
were loaded together as expected, namely FSE4, FSE5, FSE3 and FSE2 (see table 4.9). 
Factor loadings of between 0.728 and 0.522 were reported for this factor. Financial self-
efficacy explained 6 percent of the variance in the data. A Cronbach’s alpha coefficient 
of 0.702 was reported for Financial self-efficacy. The scale measuring Financial self-
efficacy was thus accepted as valid and reliable. 
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4.4.2.5 Perceived rewards 
 
Table 4.10. Below illustrates the validity and reliability of Perceived rewards. 
 
Table 4.10: SUMMARY OF EXPLORATORY FACTOR ANALYSIS OF 
PERCEIVED REWARDS 
 
 %Variance: 6% Cronbach alpha: ,842 
Items 
 
Statement  
Factor 
loading 
Itm-Totl 
Correl. 
Alpha if 
deleted 
PR2 
It is important that I get relevant information 
when receiving financial planning assistance. 
 
 
0,726 0,881 0,850 
PR1 
Receiving financial planning assistance 
should give me peace of mind regarding my 
finances. 
 
 
0,578 0,848 0,858 
PR5 
My financial planner should educate me about 
financial issues. 
 
0,526 0,814 0,867 
FSE6 
I only make use of financial products and 
services if I understand the benefits they 
provide. 
 
 
0,640 0,780 0,876 
(Source: Calculated from the EFA results) 
 
There were six items intended to measure Perceived rewards but out of the six three were 
loaded together as expected, namely PR2, PR1 and PR5. An additional item intended to 
measure Financial self-efficacy was also loaded namely FSE6 (see table 4.10). Factor 
loadings of between 0.726 and 0.526 were reported for this factor. Perceived rewards 
explained 6 percent of the variance in the data. A Cronbach’s alpha coefficient of 0. 842 
was reported for Perceived rewards. The scale measuring Perceived rewards was thus 
accepted as valid and reliable. 
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4.4.2.6 Trust 
 
Table 4.11. Below illustrates the validity and reliability of Trust. 
 
Table 4.11: SUMMARY OF EXPLORATORY FACTOR ANALYSIS OF TRUST 
 
 %Variance: 4% Cronbach alpha: ,796  
Items 
 
Statement 
Factor 
loading 
Itm-Totl 
Correl. 
Alpha if 
deleted 
TRUST4 
I am more willing to trust a financial 
planner when I know their level of 
experience and qualifications. 
 
 
0,693 0,748 0,766 
TRUST1 
I feel that trust is an important factor in a 
financial planner's relationship with the 
client. 
 
 
0,742 0,718 0,871 
AW3 
I am familiar with basic financial concepts 
used by financial planners. 
 
0,546 0,851 0,856 
TRUST5 
I feel comfortable talking to a stranger 
about my finances. 
 
0,724 0,875 0,754 
TRUST3 
I am willing to trust financial advice given 
to me from a financial planner. 
 
0,658 0,726 0,849 
(Source: Calculated from the EFA results) 
 
There were six items intended to measure Trust but out of the six only four were loaded 
together as expected, namely TRUST4, TRUST1, TRUST5 and TRUST3. An additional 
item intended to measure Awareness was also loaded namely AW3 (see table 4.11). 
Factor loadings of between 0.742 and 0.546 were reported for this factor. Trust explained 
4 percent of the variance in the data. A Cronbach’s alpha coefficient of 0.796 was reported 
for Trust. The scale measuring Trust was thus accepted as valid and reliable. 
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4.5  REVISED OPERATIONAL DEFINITIONS 
 
In performing the Exploratory Factor Analysis not all of the line factors were loaded, as 
a result the original operational definitions were revised as shown in table 5.12 below. 
 
Table 4.12: REVISED OPERATIONAL DEFINITIONS 
 
Variables  Operational definition 
Attitude  Attitude can be defined as when the middle income black 
professional has a positive feeling towards getting 
professional advice for their finances, understand that they 
can effectively manage their finances better through the use 
of financial planning, it is understanding the value of 
consulting with a financial planner and that financial planning 
is not just for the wealthy but for all, and it is the level of trust 
that the middle income black professional has on a financial 
planner that is not commission driven as opposed to being 
driven by client satisfaction. 
Awareness Awareness can be defined as when the middle income black 
professionals understand that financial planning goes beyond 
the sale of an insurance product, understanding that through 
the help of financial planners they can take control of their 
financial future, looking out for media campaigns that keep 
them updated about financial planning issues, getting 
financial literacy at schooling level, and seek financial 
planning assistance to ensure that the drafted financial plan 
takes into account current economic conditions.  
Family financial norms Family financial norms can be defined as the middle income 
black professionals being influenced by subjective financial 
advice that they receive from their family and friends, feeling 
that it is easier to talk to relatives and friends about their 
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Table 4.12: REVISED OPERATIONAL DEFINITIONS 
 
 financial issues, making drastic financial decisions such as 
buying financial products solely based on the reason that they 
have been used by family and friends, valuing more the 
‘financial skills’ learnt from family, and lastly using family 
and friends as primary source of financial advice. 
Financial self-efficacy Financial self-efficacy can be defined as the middle income 
black professional being comfortable sticking to their set 
budget, being able to manage their finances well, not feeling 
dependent in dealing with their finances. It is being 
comfortable with making financial decisions. 
Perceived rewards Perceived rewards can be defined as when the middle income 
black professional sees value of getting relevant information 
when receiving financial planning assistance, the expectation 
of getting a peace of mind when dealing with their finances, 
and the value-add that is received when a planner educates 
them about financial issues. It is when the middle income 
black professionals make use of financial products and 
services only when they understand the value or benefit that 
they will add on their lives. 
Trust Trust can be defined as the willingness of the middle income 
black professional to trust a financial planner only after they 
have knowledge of their level of experience and 
qualifications, understand the importance of trust in a planner-
client relationship, the familiarity of basic financial concepts 
used by financial planners and being comfortable to talk to a 
stranger (being the financial planner) about their finances. It 
is the willingness to trust the financial advice provided to 
them by the financial planner for implementation.  
Intention to seek financial 
planning assistance 
Intention to seek financial planning assistance can be defined 
as the middle income black professionals’ intention to consult 
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Table 4.12: REVISED OPERATIONAL DEFINITIONS 
 
 with a financial planner before the purchase of any insurance 
product, intention of seeking financial planning assistance in 
terms of setting up a proper budget, intention of seeking 
financial planning assistance before making any major 
financial decision, managing their finances and understands 
the importance of consulting with a financial planner.  
 
4.6 DESCRIPTIVE STATISTICS OF THE INDEPENDENT AND DEPENDENT 
VARIABLES 
 
Descriptive statistics were used to summarise the responses of the respondents of the 
study relating to the independent and dependent variables. The mean scores, standard 
deviations and percentages were therefore calculated for these variables. A five point 
Likert-type scale was used in the study to secure the respondents’ extent of agreement or 
disagreement with the set of statements. To give a simplified overview of the calculated 
descriptive statistics, the five point Likert scale (strongly agree, agree, neutral, disagree 
and strongly disagree) were grouped according to similarity.  
 
Table 4.13 illustrates the descriptive statistics for the independent (Attitude, Awareness, 
Financial self-efficacy, Family financial norms, Perceived rewards and Trust) and 
dependent (Intention to seek financial planning assistance) variables. 
  
 84 
 
TABLE 4.13: DESCRIPTIVE STATISTICS 
 
Mean, standard deviation and Frequency Distribution 
 
Std.Dev. Mean Disagree Neutral Agree 
INT 0,68 3,77 8,30% 28.69% 63,01% 
FSE 0,70 3,71 10,94% 27,93% 61,13% 
ATT 0,62 4,02 3,77% 18,57% 77,73% 
FFN 0,82 3,37 28,68% 35,48% 35,84% 
AW 0,67 3,54 20,75% 29,44% 49,81 
PR 0,64 4,08 3,77% 19,25% 76,98% 
TRUST 0,58 3,62 9,06% 43,46% 47,18% 
 
The factor Intention to seek financial planning assistance reported a mean score of 3.77, 
with a high majority of the respondents (63.01%) agreeing that they understand the 
importance of seeing a financial planner, that they are intending on consulting a financial 
planner with regards to their retirement planning and that they intended on seeking 
financial planning assistance in setting up their budgets. The factor Financial self-efficacy 
reported a mean score of 3.71, with a majority of respondents (61.13%) agreeing that they 
continuously try to improve their understanding of financial products, concepts and risk 
in order to make informed financial decisions, are able to manage their finances well and 
that they do not feel helpless in dealing with their finances. The factor Attitude reported 
a mean score of 4.02 percent, with a majority of respondents (77.73%) agreeing that 
financial planning is not only reserved for the wealthy people, feel that it is important to 
get professional advice on their finances and that a financial planner can help in making 
more informed financial decisions. The factor Perceived rewards scored a mean score of 
4.08, with a majority of respondents (76.98%) agreeing that they only make use of a 
financial products and services only if they understand the benefit it will give to them, 
that their financial planner should educate them about financial issues and it is important 
they get relevant information when receiving financial assistance.  
 
However, the factor Financial family norm reported a mean score of 3.37, with a majority 
of respondents (35.84%) disagreeing that they follow financial advice that they receive 
from family and friends, agreeing that family and friends are the first point of validation 
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concerning financial advice and agree a little that they learnt their financial skills from 
their family. The factor Awareness reported a mean score of 3.54, with a majority of 
respondents (49.81%) disagreeing that they were introduced to financial planning at 
schooling level, neutral in being aware of the services that financial planners offer and 
disagreeing about financial planning not limited to just the sale of insurance. The factor 
Trust reported a mean score of 3.62 percent, with a majority of respondents (47.18%) 
agreeing that they trust a financial planner who does not appear to be driven by 
commission, more willing to trust a financial planner if they know the planners level of 
experience and qualifications and are will to trust financial advice given to them by a 
financial planner.  
 
A majority of respondents agree on three of the independent variables: Attitude, Perceived 
rewards and Financial self-efficacy (77.73%, 76.98% and 61.13 respectively), and 63.01 
percent agree on the dependent variable Intention. 
 
4.7 PEARSON PRODUCT-MOMENT CORRELATION 
 
Pearson’s Correlation is calculated to find the degree of correlation between the 
independent and dependent variable in an interval or ration scale (David & Sutton 
2004:303). Correlation refers to the degree of association between variables in an interval 
or ratio scale, correlation analysis involves the calculation of the Pearson’s Correlation 
Coefficient (David & Sutton 2004:300; Zikmund et al. 2010:559). The study will make 
use of the Pearson Correlation to indicate the correlation of the each independent 
(Attitude, Awareness, Financial self-efficacy, Family financial norms, Perceived rewards 
and Trust) variable to the dependent (Intention to seek financial planning assistance) 
variable. According to McNabb (2008:205) the Pearson Product-Moment Correlation (r) 
may be interpreted as follows:  
 0.01 to 0.39 represent weak association correlations  
 0.4 to 0.59 represent moderate association relationships  
 0.6 to 0.99 represent strong association relationships  
 +/- 1 represent a perfect positive or negative relationship  
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Table 4.14 shows the Pearson’s correlation (r) between the independent and dependent 
variables. 
 
TABLE 4.14: PEARSON’S PRODUCT-MOMENT CORRELATIONS 
 
 
 
Correlations 
INT 
 
FSE 
 
ATT 
 
FFN 
 
AW 
 
PR 
 
TRUST 
 
INT 
 
1,00 0,16 0,69 0,22 0,65 0,64 0,47 
FSE 
 
0,16 1,00 0,17 0,26 0,29 0,19 0,11 
ATT 
 
0,69 0,17 1,00 0,18 0,56 0,66 0,50 
FFN 
 
0,22 0,26 0,18 1,00 0,24 0,16 0,26 
AW 
 
0,65 0,29 0,56 0,24 1,00 0,51 0,46 
PR 
 
0,64 0,19 0,66 0,16 0,51 1,00 0,41 
TRUST 
 
0,47 0,11 0,50 0,26 0,46 0,41 1,00 
Bold = p-value<0.05 
 
Table 4.14 above shows that the independent variables Attitude (r = 0.69), Awareness (r 
= 0.65) and Perceived rewards (r = 0.64) are significantly (p<0.05) and positively 
correlated with the dependent variable Intention to seek financial planning assistance. 
The r-value indicates a strong association between the independent variables (Attitude, 
Awareness and Perceived rewards) and the dependent variable (Intention to seek 
financial planning assistance). There were no significant correlation between the 
independent variables (Financial self-efficacy, Family financial norm and Trust) and the 
dependent variable (Intention to seek financial planning assistance). 
 
From table 4.14 it can be seen that Financial self-efficacy reported weak associations with 
Attitude, Family financial norms, Awareness, Perceived rewards and Trust (r=0.17, 
r=0.26, r=0.29, r=0.19 and r=11 respectively); Attitude reported a weak association with 
Family financial norms (r=0.18), a moderate association with Awareness and Trust 
(r=0.56 and r=0.50 respectively) and a strong association with Perceived rewards 
(r=0.66) ; Family financial norms reported a weak association with Awareness, Perceived 
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rewards and Trust (r=0.24, r=0.16 and r=-0.26 respectively); Awareness reported a 
moderate association with Perceived rewards and Trust (r=0.51 and r=0.46 respectively) 
and Perceived rewards reported a moderate association with Trust (r=0.41). This implies 
that there is a weak association between the independent variables measuring intention to 
seek financial planning assistance. This suggest a weak association existing between the 
independent variables measuring Intention to seek financial planning assistance. 
 
4.8 MULTIPLE REGRESSION ANALYSIS 
 
In order to determine whether the independent variables (Attitude, Awareness, Financial 
self-efficacy, Family financial norms, Perceived rewards and Trust) had any significant 
relationship with dependent variable Intention, a multiple regression analysis was 
performed. From table 4.15 it can be seen that the independent variables explain 61.32 
percent of the variance of the dependent variable (Intention to seek financial planning 
assistance). 
 
TABLE 4.15: MULTIPLE REGRESSION RESULTS 
 
 
Regression Summary for Dependent Variable: R²= ,61323381  
 
b* Std.Err. b Std.Err. t(258) p-value 
  
of b* 
 
of b 
  
Intercept 
  
-0,037 0,233 -0,158 0,874 
FSE -0,048 0,041 -0,046 0,040 -1,149 0,252 
ATT 0,314 0,057 0,342 0,062 5,536 0.0001 
FFN 0,037 0,041 0,031 0,035 0,891 0,374 
AW 0,325 0,051 0,331 0,052 6,420 0.0001 
PR 0,243 0,053 0,258 0,057 4,560 0,0001 
TRUST 0,066 0,047 0,077 0,055 1,396 0,164 
p-value < 0.001 
  
A positive linear relationship (0.314; p<0.001) was reported between the independent 
variable Attitude and the dependent variable Intention to seek financial planning 
assistance. This suggest that the attitude that the black middle class has with regard to 
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financial planning plays a role in making the decision of seeking financial planning 
assistance. Another significant relationship (0.325; p<0.001) was reported between 
Awareness and Intention to seek financial planning assistance. This suggest that the way 
financial planning is positioned to the middle income black professionals has an influence 
on their intention to seek financial planning assistance in managing their finances. In 
addition, a significant relationship (0.243; p<0.001) was also reported between the 
independent variable Perceived rewards and dependent variable Intention to seek 
financial planning assistance, which suggests that the expectations that the middle 
income black professionals have when taking on an a financial product or service have 
an influence on their intention to seek financial planning assistance.  
 
No significant relationship was found between variables Financial self-efficacy, Family 
financial norms and Trust and the dependent variable Intention to seek financial planning 
assistance. This means that Financial self-efficacy, Family financial norms and Trust 
have no significant influence on the black middle income professionals’ Intention to seek 
financial planning assistance. 
  
Against this background, support is found for relationships that were hypothesised 
between Attitude (H1), Awareness (H2) and Perceived rewards (H6). However support is 
not found for hypothesised relationships between Family financial norms (H3), Financial 
self-efficacy (H4) and Trust (H5) 
 
4.9 SUMMARY OF CHAPTER 
 
The primary objective of this study was to investigate the factors influencing middle 
income black professionals’ Intention to seek financial planning assistance. The 
identified independent factors under investigation included Attitude, Awareness, Family 
financial norms, Financial self-efficacy, Trust and Perceived rewards and the dependent 
variable was Intention. Chapter 1 gave an overview of the expected conceptual framework 
to be empirically investigated by collecting primary data from the middle income black 
professionals. Chapter 4 discussed the results as obtained and analysed from the empirical 
investigation. The demographic information obtained from the targeted sample was 
discussed using descriptive statistics and presented in a table format for easy reference. 
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EFA was performed to in order to determine the validity of measurement of the 
independent and dependent variables. In order to access reliability of the questionnaires 
Cronbach’s alphas coefficient was calculated. Pearson’s Product-Moment Correlation 
was calculated to determine the correlations between the independent and dependent 
variables. In order to determine whether the independent variables had any significant 
relationship with dependent variable a Multiple Regression Analysis was performed. 
 
The descriptive statistics shown that a majority of respondents were female (56.09%) and 
43.91 percent of the respondents were males. Furthermore, the majority of the 
respondents were between the ages of 20 and 29 (43.91%). A majority of the respondent 
of the study were Xhosa (89.67%). Only 23.25 percent of the respondents have consulted 
with a financial planner and from the 23.25 percent 76.01 percent have only been 
consulting with a financial planner for a year and less. In terms of the EFA results, the 
items loaded on Attitude, Awareness, Financial self-efficacy, Family financial norms, 
Perceived rewards, Trust and Intention to seek financial planning assistance. This meant 
that the operational factors did not need to be redefined. All these factors obtained a 
Cronbach’s alpha of 0.7 or more, which meant that the reliability of the factors was 
acceptable. 
 
The descriptive statistics were calculated for the independent and dependent variables. 
The descriptive statistics indicated that most of the respondents agreed, with the items 
regarding the factors; 63.01 percent agreed with Intention to seek financial planning 
assistance, 61.13 percent agreed with Financial self-efficacy, 77.73 percent agreed with 
Attitude, 35.84 percent agreed with Family financial norms, 49.81 percent agreed with 
Awareness, 76.98 percent agree with Perceived rewards and 47.18 percent agreed with 
Trust. In terms of the multiple regression analysis, hypotheses H1, H2 and H6 were 
accepted, as they represented significant relationships among variables.  
 
Chapter 5 will provide a summary of the whole research project, and a discussion of the 
conclusions, limitations, and recommendations. 
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CHAPTER 5 
SUMMARY, CONCLUSIONS AND RECOMMENDATIONS OF THE STUDY 
 
5.1 INTRODUCTION  
 
The study aimed to investigate the relationship between Attitude, Awareness, Family 
financial norms, Financial self-efficacy, Perceived rewards and Trust and the Intention 
to seek financial planning assistance by the middle income black professionals in the 
Eastern Cape. This was done with the hope of understanding the perceptions of the black 
community with regards to financial planning and to provide recommendations on the 
identified issue as well as to hopefully change the financial behaviours of the middle 
income black professionals. To reach the main objective of the study, secondary 
objectives were defined. These included conducting a literature review on both the 
independent variables and dependent variable, namely: Attitude, Awareness, Family 
financial norms, Financial self-efficacy, Perceived rewards and Trust (Independent) and 
Intention to seeking financial planning assistance (Dependent). Primary data was 
collected from the target population and Chapter 3 gives a discussion on the used 
methodology and the initiation of the research instrument used to collect the primary data. 
Chapter 4 outlines the empirical results that were statistically analysed.  
 
Chapter 5 will give a summary of the literature review and empirical findings and set out 
to achieve part of the main objective of the study by providing recommendations on 
improving participation of the middle income black professionals of the Eastern Cape in 
financial planning. In addition, this chapter discusses the limitations to the study, the core 
conclusion of the study and recommendations based on the empirical results of Chapter 
4. Lastly the chapter will end with the final conclusion for this study. 
 
5.2 SUMMARY OF LITERATURE CHAPTERS 
 
Chapter 1 introduced the background to the study with the problem statement, purpose of 
the study and the secondary objectives of the study. The profession of financial planning 
has seen rapid growth over the past few years and has proven to be a vital tool towards 
achieving a sense of financial comfort (Overton 2007:14). It is a continuous process that 
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becomes part of an individuals’ life and not a once off-event that surfaces during a point 
of sale Rossini and Maree (2010:4). Studies have shown that more focus has been given 
to the more affluent and high net wealth clients leaving the less affluent and middle class 
underserved (Denby & Welch 2009:193; Rappaport, Edward & Meredith 2012). Studies 
have also shown an increase of the black middle class in South Africa, a growth that has 
been accompanied with high expenditure and low savings rate which shows how this 
market needs guidance in wealth creation and wealth protection (Sulaiman 2013; 
Sefalafala 2015).  Factors that influence the middle income black professionals’ 
intentions to seek financial planning assistance were therefore seen to necessitate an 
investigation. In researching the intention to seek financial planning assistance the study 
focused on the identified factors and how they influence decision making towards seeking 
financial planning assistance.  Therefore, the primary objective of this study was to 
investigate the factors influencing middle income black professionals’ intention to seek 
financial planning assistance. To help achieve the primary objective of this study, the 
following secondary research objectives were formulated: 
 
• To conduct an in-depth literature review on the factors that influence the intention 
to seek financial planning assistance. 
 
• To develop a theoretical framework, suggest appropriate hypotheses, and 
construct a path diagram of relationships between the factors that are identified as 
influencing middle- income black professionals’ perceptions of financial planning. 
 
• To develop a measuring instrument to test empirically the identified relationships 
described in the theoretical framework. 
 
• To provide pertinent conclusions and recommendations based on the findings and 
results of the statistical analysis, that can be used by Financial Service Providers (FSPs) 
and the middle income black professionals. 
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FIGURE 5.1.: PROPOSED THEORETICAL FRAMEWORK 
 
 
(Source: Antoni & Matchaba-Hove 2016; Zeka, Goliath, Antoni & Lillah 2016) 
 
The independent variables identified for this study were Attitude, Awareness, Family 
financial norms, Financial self-efficacy, Perceived rewards and Trust and the dependent 
variable was Intention. This study investigated the relationships between the independent 
(Attitude, Awareness, Family financial norms, Financial self-efficacy, Perceived rewards 
and Trust) and dependent (Intention to seek financial planning assistance) variables. 
 
In Chapter 2, an in-depth literature review on the financial planning profession was 
provided. Chapter 2 defined financial planning as a process and not a once of event of a 
sale of a product. It follows a six step process that ensures all relevant data is collected 
for a holistic financial plan that is tailored to each individual client, to achieve the clients’ 
goals and objectives. The chapter highlights that the ever changing financial environment 
as well as the individual clients’ financial situations require customised solutions that in 
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many cases require a competent financial planner professional to facilitate the process 
(Ianicola & Parker 2010:5). 
 
Chapter 2 highlights the growth of the black middle class in South African, a growth that 
has been presented with problems ranging from individuals being underinsured for death, 
disability and dread disease; salaries eroded by debt, with only a small percentage being 
in a position to retire comfortable, and having one of the worst savings rate in the world. 
For these reasons the need for effective financial planning grows and it is up to the 
industry to ensure that clients are equipped with the right financial knowledge and 
understanding, create awareness of the importance and benefits of making use of financial 
planning advice in order to ensure that clients are able to survive through fluctuating 
economic events and bring about an effective shift in consumer financial literacy. 
 
Chapter 2 also discussed the factors that influence the middle income black professional’s 
perception and intention to seek financial planning assistance. It first made mention of 
the theory of planned behaviour and the relationship between behavioural intention and 
attitudes, subjective norms, perceived behavioural control, and actual behaviour. Chapter 
2 gave the importance of awareness raising when it comes to financial planning as people 
tend to be sceptical in seeking financial assistance with the fear of not understanding 
complex financial products, a perception stemming from an historical experience that 
results in a negative attitude. Individuals need to develop a more positive attitude towards 
approaching their finances, putting them at a better position of managing their finances 
more effectively. 
  
Middle income black professionals because of a lack of trust in financial planners tend to 
seek financial assistance from family and friends as they naturally see them as reliable. 
Financial planners also have a tendency of not having the same treatment towards non-
affluent and affluent client as they seem to be driven by a commission structure and assets 
under management. Chapter 2 also talks about financial self-efficacy, which refers to an 
individual having the capability of managing their own finances and knowing when to 
seek financial assistance. Individuals also seek financial planning only after they are 
certain of the benefits or the rewards of the financial product or service, financial planning 
consist of a variety of components and it is those components such as retirement planning, 
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budgeting, risking planning and more that become the measure of the performance of the 
plan. 
 
In Chapter 3, the research methodology that was used in the study was outlined and 
discussed in detail. Both secondary and primary data was collected to develop and test 
the hypothesis and address the objectives of the study. Factors that have an influence on 
the middle income black professionals’ intention to seek financial planning assistance 
were identified and explained. The proposed conceptual framework and hypotheses was 
formulated using literature review conducted from secondary sources. As a result the 
second secondary objective was achieved. Given the problem statement and objectives of 
the research a quantitative research approach was adopted. Primary data was collected 
from the middle income black professionals of the Eastern Cape with the aid of 
questionnaires. Non-probability convenience sampling and snowballing methods were 
used to reach the target sample.  A total of 300 questionnaires were distributed to the 
targeted population from which from which 271 were collected and usable. This meant 
that a response rate of 90% was achieved for this study. The quantitative data collected 
from the usable questionnaires was than subjected to statistical analysis. The statistical 
techniques used to perform the analysis include descriptive statistics such as the mean, 
standard deviation and frequency distributions; Pearson product moment correlation and 
multiple regression analysis.  
 
To determine the construct validity of the items and the reliability of the factors EFA and 
the Cronbach’s alpha were used calculated. This was followed by calculating descriptive 
statistics for the independent and dependent variables. To identify the correlation between 
the independent and dependent variables the Pearson Product-Moment Correlation was 
also performed. Multiple regression analysis was performed to test the hypotheses, and 
the hypotheses representing statistically significant relationships were then accepted for 
this study. The second and third secondary objectives were thus achieved. 
 
5.3 SUMMARY OF EMPIRICAL RESULTS 
 
Chapter 4 gave the reporting on the empirical findings of the study. This was done in the 
form of the interpretation of calculations of descriptive statistics and the inferential 
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statistics. The analysis of the data was then used in the determination of the acceptability 
of the conceptual framework and the limitation and recommendations to be discussed 
later in this chapter. 
 
5.3.1 DESCRIPTIVE STATISTICS FOR DEMOGRAPHIC DATA 
 
Descriptive statistics was used to clearly summarise the demographic information of the 
respondents from section A of the questionnaire. The majority of the respondents were 
females (56.09%) and 43.91 percent of the respondents were males. Most of these 
respondents were between the ages of 20 to 29 years (43.91%), with 31.37 percent of the 
respondents between the ages of 30 to 39 years and only three were 60 or above (1.11%). 
Most of the respondents were Xhosa speaking individuals (89.67%).  In terms of 
educational levels, 37.64 percent respondents had a bachelor’s degree, 34.69 percent had 
a diploma, 12.55 percent had matric certificates with only four with no matric (1.48%), 
and less than 10 percent of the respondents had a postgraduate degree, 7.01 percent had 
either an honours or postgraduate diploma and only two (0.74%) with master ’s degree. 
The majority of respondents were never married (66.79%), as opposed to 24.35 percent 
of the respondents who were married and 5.17 percent that were not married but lived 
with a partner. In terms of personal income level, 99 respondents (36.53%) had an income 
level between R10 001 and R20 000, 63 respondents (23.25%) had an income level of 
between R20 001 and R30 000, 62 respondents (22.88%) had an income level of between 
R0 and R10 000 and with only eight respondents earning forty thousand or above 
(4.06%). 
 
The respondents belonged to a variety of professions that was then termed ‘other’ 
(36.16%) with dominance of the following professions: teachers 12.55 percent, bankers 
9.96 percent, lawyers 8.49 percent, nurses 7.01 percent, clerks from municipal offices at 
5.17 percent, new qualified doctors 5.54 percent, South African Police Services (SAPS) 
4.80 percent and social workers 3.69 percent. Of the 271 respondents only sixty three 
(23.25%) had consultant with a financial planner and a majority of respondents (76.75%) 
has never consultant with a financial planner before. 14.76 percent respondents have 
consulted with a financial planner for between one to four years, 7.01 percent between 
five and eight years and 2.21 percent between thirteen and sixteen, and with 76.01 percent 
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who have never consultant with a financial planner including 0.43 percent that have only 
done so for less than a year. 
 
The descriptive statistics were calculated for the independent and dependent variables. 
The descriptive statistics indicated that most of the respondents agreed, with the items 
regarding the factors; 63.01 percent agreed with Intention to seek financial planning 
assistance, 61.13 percent agreed with Financial self-efficacy, 77.73 percent agreed with 
Attitude, 35.84 percent agreed with Family financial norms, 49.81 percent agreed with 
Awareness, 76.98 percent agree with Perceived rewards and 47.18 percent agreed with 
Trust 
 
5.3.2 EXPLORATORY FACTOR ANALYSIS AND RELIABILITY RESULTS 
 
An EFA was used to determine the construct validity of the data. Items with a loading of 
0.5 or more were accepted. The independent variables measured included Attitude, 
Awareness, Family financial norms, Financial self-efficacy, Perceived rewards and 
Trust. The dependent variable measured was Intention to seek financial planning 
assistance.  
 
Six items intended to measure Attitude but out of the six four were loaded together as 
expected, namely ATT4, ATT3, ATT1 and ATT6. An additional item intended to 
measure Trust was also loaded namely TRUST6. There were six items intended to 
measure Awareness but out of the six four were loaded together as expected, namely 
AW2, AW1, AW5 and AW4. An additional item intended to measure Perceived rewards 
was also loaded namely PR4. There were six items intended to measure Family financial 
norms but out of the six five were loaded together as expected, namely FFN6, FFN5, 
FFN4, FFN2 and FFN3. There were six items intended to measure Financial self-efficacy 
but out of the six four were loaded together as expected, namely FSE4, FSE5, FSE3 and 
FSE2. There were six items intended to measure Perceived rewards but out of the six 
three were loaded together as expected, namely PR2, PR1 and PR5. An additional item 
intended to measure Financial self-efficacy was also loaded namely FSE6. There were 
six items intended to measure Trust but out of the six four were loaded together as 
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expected, namely TRUST4, TRUST1, TRUST5 and TRUST3. An additional item 
intended to measure Awareness was also loaded namely AW3. 
 
There were six items intended to measure Intention to seek financial planning assistance 
but out of the six five were loaded together as expected, namely INT6, INT5, INT3, INT1 
and INT2. All the identified factors under the study namely: Attitude, Awareness, Family 
financial norms, Financial self-efficacy, Perceived rewards, Trust and Intention to seek 
financial planning assistance had a Cronbach’s Alpha of above 0.7, this meant that the 
line items used to measure the factors had acceptable reliability. 
 
5.3.3 PEARSON PRODUCT-MOMENT CORRELATIONS 
 
Pearson’s product-moment correlation coefficients were established to investigate the 
associations between the variables. Attitude (r = 0.69), Awareness (r = 0.65) and 
Perceived rewards (r = 0.64) are significantly (p<0.05) positively correlated with the 
dependent variable Intention to seek financial planning assistance. The r-value indicates 
a strong association between the independent variables (Attitude, Awareness and 
Perceived rewards) and the dependent variable (Intention to seek financial planning 
assistance). There were no significant correlation between the independent variables 
(Financial self-efficacy, Family financial norm and Trust) and the dependent variable 
(Intention to seek financial planning assistance). 
 
Financial self-efficacy reported weak associations with Attitude, Family financial norms, 
Awareness, Perceived rewards and Trust (r=0.17, r=0.26, r=0.29, r=0.19 and r=11 
respectively); Attitude reported a weak association with Family financial norms (r=0.18), 
a moderate association with Awareness and Trust (r=0.56 and r=0.50 respectively) and a 
strong association with Perceived rewards (r=0.66)  and a moderate association with 
Trust (r=0.47); Family financial norms reported a weak association with Awareness, 
Perceived rewards and Trust (r=0.24, r=0.16 and r=-0.26 respectively); Awareness 
reported a moderate association with Perceived rewards and Trust (r=0.51 and r=0.46 
respectively) and Perceived rewards reported a moderate association with Trust (r=0.41). 
This implies that there is a weak association between the independent variables measuring 
intention to seek financial planning assistance. This suggest a weak association existing 
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between the independent variables measuring intention to seek financial planning 
assistance. 
 
5.3.4 MULTIPLE REGRESSION ANALYSIS 
 
To determine the significance amongst the independent (Attitude, Awareness, Financial 
self-efficacy, Family financial norms, Perceived rewards and Trust) and dependent 
(Intention to seek financial planning assistance) variables multiple regression analysis 
was performed. Figure 5.2 shows a summary of the relationships as determined by the 
multiple regression analysis. 
 
FIGURE 5.2: SUMMARY OF SIGNIFICANT RELATIONSHIPS 
 
 
(Source: Researchers’ own construct)   
 
The multiple regression analysis showed that three of the six hypotheses can be accepted. 
These were hypotheses H1, H2 and H6. 
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A positive linear relationship was reported between the independent variable Attitude and 
the dependent variable Intention. Another significant relationship was reported between 
Awareness and Intention. In addition, a significant relationship was also reported between 
the independent variable Perceived rewards and dependent variable Intention. However, 
no significant relationship was found between variables Financial self-efficacy (H3), 
Family financial norms (H4) and Trust (H5) with the dependent variable Intention to seek 
financial planning assistance. 
 
5.4 DISCUSSION OF RESULTS  
 
The study aimed to investigate the factors that influence middle income black 
professionals’ intention to seek financial planning assistance. Figure 5.2 shows a 
summary of the concluded significant relationships revealing that out of the six identified 
independent factors (Attitude, Awareness, Family financial norms, Financial self-
efficacy, Perceived rewards and Trust), three were found to be significant (Attitude, 
Awareness and Perceived rewards). The following section will discuss these factors in 
detailed thereafter the remaining insignificant factors will be discussed.  
 
5.4.1 ATTITUDE 
 
The descriptive analysis showed a high mean score for Attitude, with a majority of 
respondents (77.73%) agreeing that financial planning is not only reserved for the wealthy 
people, they feel that it is important to get professional advice on their finances and that 
a financial planner can help in making more informed financial decisions. Attitude 
reported a moderate correlation with Awareness and Trust and a strong association with 
Perceived rewards. 
 
Attitude also shown a significantly positive relationship with Perceived rewards, this 
means that the expectation of a certain outcome by an individual is a contributing factor 
in the attitude that the individual will develop, be it a positive or a negative attitude. A 
positive attitude motivates a more healthy behaviour, shifts the mind-set of an individual 
towards the willingness to seek financial assistance in managing their finances. The 
results also show that individuals understand the value of consulting with a financial 
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planner and that financial planning is not just directed to a certain elite but is for all market 
segmentations.  
 
The findings align to those of Ozmete and Hira (2011:386) and Xiao (2008:73) reporting 
that attitude is determined by the person’s expectation about the outcome of performing 
the behaviour, and the degree to which the person values the outcomes. As well as to 
those of Jorgensen and Salvla (2010:472) and Shim et al. (2015:36) who found that 
consumers who have a positive financial attitude are more likely to engage in healthy 
financial behaviour. According to the findings individuals believe that financial planning 
is for everyone, they feel that it is important to get professional advice on their finances 
and that a financial planner can help in making more informed financial decisions and 
trust a financial planner that does not seem to be driven by commission. 
 
5.4.2 AWARENESS 
 
Awareness had a fairly low mean score, where a majority of respondents (49.81%) 
disagreed that they were introduced to financial planning at schooling level, neutral in 
being aware of the services that financial planners offer and disagreed that financial 
planning is not limited to just the sale of insurance. Awareness reported a moderate 
association with Perceived rewards and Trust. However this factor reported a 
significantly positive correlation with the dependent variable Intention to seek financial 
planning assistance. 
 
There is however a strong significant relationship between Awareness and the dependent 
variable Intention to seek financial planning assistance. This suggest that individuals are 
aware of the existence of the financial planners, they understand that financial planners 
should be there to guide them in making good financial decision and plan for their future. 
However, the findings suggest that the respondents were only made aware of financial 
planning at their adult stage. The lack of financial literacy has installed a fear of not 
understanding the financial product and jargon, something that if not corrected can 
become a cycle if parents cannot teach their kids about the basic concepts of budgeting 
and savings. These findings are consistent to that of Schramm (2015) who emphasises 
that like mathematics and science, financial literacy should be cumulative and form part 
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of the learning curriculum at schooling level. Raising awareness will creates a sense of 
integrity and visibility of the financial planning industry, it will improve consumers’ 
knowledge about financial planning products and services and enable them make 
informed financial decisions. 
 
These findings are in line with Finmark Trust (2011:21) claiming that financial education 
can be instrumental in improving the financial decisions of the low income communities 
and thereby improving consumers financial literacy and financial decision making. 
Consumers can not only rely on short television adverts to gain knowledge of the industry 
as the findings suggest, but financial service providers should make it part of their 
corporate social responsibility to educate and inform the public about the importance of 
the fundamentals financial planning, such budgeting and savings. This way consumers 
are less likely to fall victim of pyramid schemes and financial stress. 
 
5.4.3 PERCEIVED REWARDS 
 
Perceived rewards scored a high mean score in the descriptive test analysis, meaning that 
the majority (76.98%) of respondents agreed that their perceived or expected outcome of 
buying into a financial product or service has an influence on whether they decide to seek 
financial planning assistance or not. Perceived rewards reported a significantly strong 
association with Attitude and moderate association with Awareness.  
 
However, Perceived rewards reported a significantly strong relationship with the 
dependent variable Intention to seek financial planning assistance. This means that 
consumers buy into any product once they have assured themselves of the benefit that 
they will get. Satisfaction and a peace of mind is a feeling that any consumer of any 
product should get after having spent time and money on a product. According to the 
findings the respondents feel it is important to get relevant information when receiving 
financial advice, it should give them a peace of mind with one less thing to worry about, 
their financial planner should prioritize client education than sale of product, and that they 
do not buy into a product if they don’t understand the benefits it provides. 
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The findings are consistent to that of Gendolla (1998) Wright (2008) who claim that 
individuals invest more time in a venture that promises them a desirable outcome. The 
findings are also consistent to that of Bandura (1982), Brehm & Self (1989) and 
Heckhausen (1977) who found that help seeking behaviours are affected by different 
elements such as the probability of the reward that can be procured through obtaining the 
necessary financial assistance. This suggest that consumers consider the long term benefit 
of the advice before seeking to get the financial assistance. 
 
5.4.4 OTHER FACTORS 
 
The results of the study showed no significant relationship between variables Financial 
self-efficacy, Family financial norms and Trust and the dependent variable Intention. This 
means that Financial self-efficacy, Family financial norms and Trust have no significant 
influence on the black middle income professionals’ intention to seek financial planning 
assistance. The empirical findings contradict the literature findings as conducted in 
chapter 3. 
 
The results on Financial self-efficacy contradict that of Phillips and Murrell (1994) and 
Banerjee and Suparna (1998) who identified a high financial self-efficacy as having a 
influence on the intention seeking behaviour of an individual, with an observation of the 
more educated and high earning individuals having a higher tendency to seek financial 
planning assistance instantly and retaining the services even longer. However, the results 
are supported by Willis (2008) who also claimed that there hasn’t been sufficient evidence 
by researchers that shows that individuals with more financial knowledge are most likely 
to make better decisions. 
 
The multiple regression results on Family financial norms also showed no significant 
relationship with the dependent variable Intention to seek financial planning assistance. 
These findings contradict that of Ahsan (2017) who claims that experts have found that 
individuals are positively associated with financial attitudes and behaviours of their 
parents, the past experience of parents and that can either positively or negatively 
influence financial attitude of their children and their intentions to engage in certain 
behaviours. It also contradicts Xiao (2008:73) who claims that an individual’s view about 
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whether family and friends would approve or disapprove of a particular behaviour will 
influence their decision making. 
 
There is also no significant relationship that was found between Trust and the dependent 
variable Intention to seek financial planning assistance. These findings contradict that of 
Burke and Hung (2015) who have found that financial trust and self-reported financial 
advice seeking behaviour are highly correlated, with trust playing a big role in financial 
decision making such as investing in complex financial products. Trusting a stranger in 
its nature can be very risky as one is allowing themselves to be vulnerable. Trust should 
hence be an important factor to an individual deciding to seek any sort of financial advice.  
  
5.5  RECOMMENDATIONS  
 
The study has shown the Attitude that the middle income black professionals have towards 
the financial services industry, the Awareness of knowing what financial planning 
actually is all about as opposed to the perception of a sales orientated industry, and lastly 
the Perceived rewards that simple talks to the expected outcome of seeking professional 
financial planning assistance, all have an influence on the middle income black 
professionals’ intention to seek financial planning assistance. The findings to the study 
could be useful to financial services providers (including financial planners), the members 
of the middle income black professionals and the department of education. 
 
5.5.1 FINANCIAL SERVICE PROVIDERS 
 
Awareness is a tool of creating visibility of issue to a certain target audience. It is 
recommended that financial planners and the financial institutions should focus on 
financial education: 
 Do more community work relating to educating the middle income black 
professionals on financial literacy, this can range from using campaigning 
methods that are meant to reach the masses in a way that is clear and 
understandable to them. An example of the right medium of awareness can be a 
local community radio station where a financial planner goes on to discuss 
financial related issues as a planner and not a representative of an FSP. 
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 As part of corporate social responsibility financial institutions should give basic 
budgeting and savings programmes to the middle income black professionals, for 
example presentation to teachers in schools, nurses in hospital and employees in 
municipalities.  
 Financial institutions such as the FPI should partner with the department of 
education and consider incorporating financial literacy as part of life orientation 
with an examinable session of the subject in order to give awareness about the 
importance of financial planning to all students even in the disadvantaged school 
in townships and rural areas.    
 Establish free online interactive financial literacy programmes that will regularly 
test individuals’ knowledge to monitor progress and provide certificates to 
motivate participation. 
     
Consumers buy easily into benefit than they do into the actual product. Products of the 
financial services industry have been associated with a negative connotation and people 
do not want to hear anything the moment life cover has mentioned. It is recommended 
that for Perceived rewards financial planners and financial institution adopt to lifestyle 
financial planning philosophy. Lifestyle financial planning is holistic in its nature and 
focuses at looking at all the clients’ needs in relation to all the components of financial 
planning. It does not focus on sales targets but ensures that clients’ best interest are put 
forward at all times. Lifestyle financial planning is centred around the benefit that the 
client is getting and ensure the client is paying for the actual services rendered. The 
financial institutions should: 
 Provide training to their financial planners in ways of adopting a lifestyle 
financial planning philosophy. 
 Ensure that the initial client engagement stage of the financial planning process 
is well executed in order to establish a relationship of trust with the client. 
  Enforce regular reviews of clients’ financial plans. This gives assurance to the 
client that they are not just a number but a valued client.  
 
Attitude refers to the way an individual feels about something and it will most probably 
affect their behaviour when faced with it. The financial planning industry previously did 
not have legislation to govern the quality of advice that is given to a clients and to 
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ultimately protect the clients’ interest. This resulted in financial advisors that sold 
financial products that did not benefit the client because the advisors were driven by 
commission, this lead to the mistrust by the public on financial planners and the financial 
services industry in general, impacting on the clients’ financial decision making 
behaviour. It is recommended that financial institutions should enforce strict compliance 
on transparency or financial planner disclosures.  
 Strict adherence to the FAIS Act should not be overlooked and penalties enforced 
on planners from internal before things can go to the FAIS Ombud  
 Set up an internal compliance monitoring team that ensures a right advice process 
is documented.  
 Financial planners should not focus on quantity when servicing clients but rather 
on meeting the identified needs which do not always have to be met by sale of a 
product.  
 Lifestyle events that promote conversation between clients and the financial 
planners in a conducive environment. 
 
5.5.2 MIDDLE INCOME BLACK PROFESSIONALS 
  
 Members of the middle income black professionals should learn to always ask the 
probing questions until they get full clarity before making a financial decision.  
 Adopt a reading culture, read the FSP’s brochures before meeting with a financial 
advisor, requesting a copy of the contract or record of advice for more clarity and 
by taking enough time going through all relevant documents can help with asking 
the right questions.  
 The middle income black professionals can also subscribe to financial news such 
as FANews, Moneyweb to mention a few in order to familiarise themselves with 
industry concepts and gain confidence when talking to a financial planner. 
Showing more interest in how one handles their finances could help in shifting 
their mind-set into a more positive one, and consumer with a positive attitude is 
more likely to engage in healthy financial behaviours. 
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5.6 CONTRIBUTION OF STUDY 
 
The study has made a practical contribution in terms of the empirical findings as well as 
a theoretical contribution. As far as it can be established, few studies exist that investigate 
factors that influence the middle income black professionals’ intention to seek financial 
planning assistance. It is important for financial institutions to understand how to cater 
for this market, and it is equally important for the middle income black professionals to 
understand the importance of seeking financial planning assistance. This study is also 
important as not many studies have been done on the black middle class in a South 
African context. The study has therefore contributed to the body of knowledge by 
investigating the factors that influence this market in participating in financial planning. 
 
The proposed theoretical framework developed in the study may be useful in determining 
factors that influence client’s behavioural intention for future studies. This study has 
contributed to the discussion and research on suitable scales to measure the various 
factors. The financial planning industry should focus on financial awareness through 
financial literacy and this can be done by financial planners in educating their customers. 
 
The results of the study can also be used as a benchmark to further investigate on the 
black middle class. The measuring scale developed in the study may also be a used to 
investigate client’s behavioural intention. The results and the proposed recommendations 
may assist financial institutions in implementing better strategies of filling in the missing 
gap of the underserved black middle class. 
 
5.7 LIMITATIONS AND FUTURE RESEARCH 
 
The study presents some limitations which should be noted. The convenience sampling 
method was used in the study which could open up possibilities of biasness. Although the 
study was conducted in the Eastern Cape only certain areas were reached and thus the 
results cannot be generalised to say they represent the entire population. A larger sample 
can be obtained by including more members of the population to have a representative 
sample. 
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Moreover, the theoretical framework developed in the study only focused on six 
influencing factors. The investigation of other possible factors that influence the middle 
income black professionals in other components of financial planning such as retirement 
are necessary. These could include such factors as ethic group, gender, and geographical 
area.  
 
The demographic profile of the respondents was also a factor to consider in this study. 
The majority of the respondents were black (race), and thus not representative of all racial 
groups in the Eastern Cape. Other racial groups need to be considered for further studies. 
Possibly a comparison of various professions could be done to observe the differences in 
behavioural financial intentions. The study made use of administered questionnaires 
which consisted of closed-ended questions. This has limited the respondents from fully 
expressing themselves and therefore other reasons why the middle income black 
professional do not seek financial assistance were not investigated; qualitative research 
or a combination of both quantitative and qualitative is suggested for future research. 
 
Despite several limitations, the results of the study still serve as an important benchmark 
and contribution to the black middle class’s behavioural intention. This study adds to the 
body of knowledge, and specifically to the information about what influences the middle 
income black professionals’ intention to seek financial planning assistance. 
 
5.8 FINAL REMARKS  
 
The chapter provided an outline of the previously stated objectives of the study and how 
these objectives were achieved. It was followed by the limitation and contribution to the 
study and how future research could be undertaken to further the study. Given the results 
of the study, recommendations were made in order to encourage financial institutions and 
financial planners to make provision for the underserved black middle class of South 
Africa. 
 
The financial planning profession has evolved and proven to be vital to the well-being of 
many individuals. Most financial planners serve mainly the upper middle class or upper 
class population and it has been a long standing perception that financial planners only 
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focus on the affluent client as they have more complex issues. The middle class market 
has been largely underserved when it comes to financial planning services, the results of 
this is shown in the low savings rate of this market and the lack of access to financial 
planning services which can help facilitate financial security that the black middle class 
population in South Africa faces. The growth of the black middle class has been an 
“opportunity loaded with pitfalls” and ones that require immediate attention from the 
financial planning industry.  
 
Suggested recommendations for this study will enable the South African financial 
institutions to be able to accommodate the black middle class. The focus on serving the 
black middle class like the elite should be to retain and provide a lifestyle financial 
planning philosophy. 
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